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Something Is Wrong When 
Merchants Won't Agree 


The Birth of an Idea and the Success of a Merchant of Initiative Who, 
with a Handful of Men of Energy and Common Sense of 


E proprietor of the largest 
shoe store in Leadsburg sat at 
his desk engrossed in thought. 
Spread open before him was the 
morning paper with the advertise- 
ment of his nearest competitor, of- 
fering a general reduction of 25 per 
cent on any shoe in his store; and 
this was only November, the season 
scarcely more than begun. The head 
of his men’s department had that 
morning reported that the price of 
$1.30 on men’s rubbers in the Samp- 
son store was beginning to cut into 
his sales at $1.50. Through the wire 
grill of the office could be heard the 
voice of the complaint man and ad- 
juster in the women’s department: 
“But, Madam, you know that repu- 
table shoe merchants do not guaran- 
tee the wear of satin or patent 
leather shoes. I am sorry that this 
pair shows cracks; but you have had 
two months’ service from them, and 
sometimes patent leather and fab- 
rics do act this way, especially 
when footwear is given hard 
usage such as has 
been required of 


Their City, Organized the Shoe Trade 


By I. DIDIT WRIGHT 


not to crack after six or eight weeks’ 
wear. I had a pair of satin shoes 
last year that cracked the same way 
when I had worn them for three 


months. I took them back to Mr. “ 


Staples and he gave me another pair 
without any argument.” 

The sharp tones of the woman’s 
voice reverberated through the store. 

Feelings were stirring deeply 
within the bosom of John C. Strat- 
ton as he meditated upon early-in- 
the season cut-price sales, foolish 
price-slashing on rubbers in a profit- 
less interstore competition, and im- 
practical concessions to customers 
with unreasonable complaints. 


O wonder, he thought, that with 
such abuses in the trade, the 
business of retailing shoes should be 
held so little worthy of regard in 


difference wheth- | 
er the shoes were 
guaranteed or 
not. They ought 


the community, and should be so 
full of dissatisfaction and failure 
for the men engaged in it. 


HESE faults and abuses are 
beyond me,” mused Stratton. 
“Big as this store is, it cannot con- 
trol the shoe-selling policy of this 
city. Every dealer has his part to 
play, has his influence, affects the 
whole _ situation. I wonder what 
some of these fellows are like. Fact 
is, I hardly know more about them 
than their names.” He tried to call 
them to mind one by one. He knew 
where their stores were located; he 
could class them as big or little; but 
he realized that some of them he had 
never seen, and that about their 
business he knew less than nothing. 
Abruptly he reached for his desk 
phone. “Get me Drury’s store,” he 
told his operator. 
“Hullo! Horace Drury? * * * 
John C. Stratton 
speaking. * * * 
You know my 
name, but I guess 
4 we have never 
met, long as we 
both have been in 
business in this 
city. I was think- 
ing this morning 
that it is rather 


| 
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sand times without speaking. 


strange that we are not acquainted 
with each other. Looks as though all 
the merchants in our line here are 
mutual strangers. To tell you the- 
truth, I want to meet you and have 
a little chat. How about lunching 
with me tomorrow? * * * Yes. * * * 
Suppose we say at the White Grill at 
lo’clock? * * * All right, then; see 
you tomorrow.” 

A smile hovered about Stratton’s 
lips as he called up Staples, McGuire, 
Brodney, Trenton and Spencer, all 
shoemen with average middle-class 
stores, and booked them for luncheon 
the next day. 


HAT luncheon was, in its way, 

an oddity. Men who had been 
consistent, if not embittered, com- 
petitors, shook hands for the 
first time and chatted sociably 
together. What at first were 
uncordial and curious glances 
melted at last into a regard 
that showed some friendli- 
ness. And over the cigars 
John C. Stratton spoke. 

“Gentlemen, I look upon this 
acquaintance luncheon as a 
most interesting occasion. 
Here we are, seven of us, all 
in the same line of business 
and representing competing 
stores, but influenced in our 
thoughts and plans by one 
purpose, the business of sup- 
plying the men, women and 
children of Leadsburg with 
shoes. It strikes me it would 
be helpful as well as pleasant 
to know each other better. 
Perhaps it may prove to be 
within the possibilities that, know- 
ing each other better, we may to- 
gether work out the solution of some 
of the problems that vex us today. 
As I have been watching the making 
of acquaintance around this table it 
looks to me as though it would be a 
good idea to lunch together occa- 
sionally and talk over our business 
puzzles. What do you think, gentle- 
men?” 

Philip McGuire, owner of a store 
selling moderate-price shoes, spoke 
up: 

“I agree with you, Stratton. Here’s 
Brodney, sitting opposite me at this 
table. He runs a store a block above 
me. We have passed each other on 
opposite sides of the street a thou- 
I’ve 
known him by sight; he knows who 
I am. But today is the first time 
we've ever shaken hands and spoken 
together. I confess I don’t find him 
such a bad fellow. If you will en- 
tertain a motion, I move you, Strat- 
ton, that we have a shoemen’s lunch- 
eon every Wednesday noon for a 


of 


J 


local associaion 


You don’t see the coal man competing 

ice basis on his important necessity 
of life. There are some articles of foot- 
wear that are in the same class where gen- 
eral utility is obligatory. 
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while, here in this room. I’m strong 
for this acquaintance business.” 

“T second the motion,” said Frank 
Trenton, a young man who, with his 
brother, ran a nice-looking commu- 
nity store out in one of the suburbs. 

And every one of the six men voted 
“ Aye.” 

The Wednesday Shoemen’s 
Luncheons grew populer. Now and 
then new men appeared about the 
board until fifteen or eighteen were 
sometimes to be counted there. 
Men grew to know each other; be- 
gan to call each other by first 
names. Trenton and Spencer even 
visited Stratton’s sore one day on 
a little business matter in which 
they found they had a common in- 
terest. This was breaking tradi- 


to switch from the “business-suicide” route 
now prevailing is to organize an effective 


tions with a vengeance. Never be- 
fore had a Leadsburg shoeman en- 
tered another’s place of business. 


N conversation, week after week, 
hard feelings were softened and 
resentments disappeared, as all saw 
that the others, like themselves, were 
anxious to conduct their business in 
a fair, reasonable and profitable 
manner. Ideas, ideals, ambitions and 
methods differed, of course. But 
each was a good fellow, when you 
came to know him. 

At the end of the luncheon one day 
Stratton spoke: 

“Gentlemen, it has pleased me 
very much to see the way this lunch- 
eon idea has taken hold. Every week 
we have a fine group of men gath- 
ered here discussing the shoe busi- 
ness. I certainly want to see these 
Wednesday luncheons continued. 
But I’ve been noticing that often, 
just when our discussions are at the 
most interesting stage, someone 
snaps his watch and rises to go back 
to business. And we all suddenly 


UST as sure as shooting we are going 
to experience price slashing on rub- 
bers in a profitless inter-store competition 
the minute the rubber season opens up 
with a rush. 

There is more “damphool” nonsense in 
trying to get ahead of the other fellow 
through price cutting, and impractical 


concessions to customers. The only way 
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discover that we are due back at our 
stores. Doesn’t it sometimes strike 
you that lack of time hampers our 
discussions, so that occasionally it 
might be well to hold a conference 
at some other time, in the evening, 
perhaps, when there would be time 
enough to do what we want to do? 


AN we not see a greater op- 
portunity to improve the con- 
ditions of the shoe business in this 
city through some more formal kind 
of organization? In fact, aren’t we 
slow in this respect? You know this 
city has many  associations—of 
bakers, department stores, hotel men, 
hardware dealers, jewelers and 
others. Why not a shoe association. 
“Would it not be possible to form 
an association that could be 
made practical and efficient, 
that would really enable us to 
improve the situation in our 
trade, that would give us a 
chance to attempt something 
more important and more 
comprehensive than anything 
we could accomplish at these 
luncheons? I’ve been think- 
ing this thing over, and I 
want to propose to you that 
next Wednesday night, at 8 
o’clock, here in this room, we 
have a buffet luncheon and in- 
vite every shoe merchant in 
the city to come and discuss 
the question of organizing the 
Leadsburg Retail Shoe Deal- 
ers’ Association. What do you 
say 2” 

“This throws a new light 
upon the situation,” said 
Philip McGuire. “There are several 
things in the shoe business in this 
city that I think we can handle all 
right, if we all get together and 
thrash the matters out. And Strat- 
ton is suggesting the greatest for- 
ward step that our shoe merchants 
could take. I’m eager already to get 
ahead with this. Let’s not delay. To 
bring this before us for action, I 
move, gentlemen, that we hold an 
organization meeting in this room 
next Wednesday evening, that we in- 
vite every shoe dealer in Leadsburg 
to be present, that we designate John 
C. Stratton to be president and 
George Spencer secretary in a tem- 
porary organization, and that the 
temporary president be empowered 
to name a committee to draft a con- 
stitution and by-laws for the pro- 
posed association and report next 
Wednesday evening, if possible.” 

“I guess you’ve got it all in,” 
laughed Trenton. “It’s easy to sec- 
ond that motion.” 

Half a dozen others spoke favor- 
ably of the idea, and when the ques- 
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Gilda Gray in fancy 
front footwear straight 
from Paris. 


NE of the Vanderbilts in an 
Q interview recently said that 
one of the great pleasures of 
an ocean trip was the fact that on 
his return publicity was shunted 
away from him and spread all over 
theatrical folk, artists and medicals. 
It was natural, therefore, for us 
to get three good pictures of Gilda 
Gray wearing the smart new fancy 
fronts, one in woven leather, an- 
other in rhinestones covering the 
waist, and the other shoe with Peter 
Pan patches. 

Is the present front strap a fore- 
runner of a sandal spring? There 
are big style operators who figure 
that way. Will the new spring 
sandal be a high heel sandal? 

These are leading questions 
worthy of considerable . thought. 
Will the follow-up be fancy fronts 
coming next fall after a brisk busi- 
ness on sandals right through the 
summer? These are leading ques- 
tions indicating a greater interest in 
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Will It Be Sandals? 


Center Straps and Fancy Fronts 


patterns today than at any period 
in the last year. 

There is something unusual in 
the wind. Advance style operators 
sense it—that is the reason many of 
them are on their way to Europe to 
see whether their first thoughts are 
backed up by French harmonies of 
dress. 

The low heeled sandal isn’t antici- 
pated as the big style number. It 
must be a high heel, dressy shoe, 
with basket weave forepart; at least 
that is the present dope. 


HE idea of geometry in shoes is 

being flirted with. With such a 
small area to work with, zigzag de- 
signs, triangles, curves and geome- 
try are limited to appliqués or under- 
lays on the vamp, quarter and heel. 
Last season the Peter Pan design in 
footwear, with its triangular patches 
on the forepart of the shoe, was a 
surprise number. It surprised the 
trade that anything so unusual 


for Spring? 


would find a public appeal and sur- 
prised the customer in that when 
she put the shoe on it made the size 
eight foot look a five, and other sizes 
in proportion. 


OW the going thing in the shoe 
industry is the use of three or 
more shades of the same material in 
the panel, a throat, band, or a vamp 
pattern so that the colors blend and 
yet give the appearance of some- 
thing radically new in shoe design- 
ing. 

One step further along is in using 
contrasting leathers as underlays so 
that a shoe might have yellow, blue 
and red in vivid colors in small 
pieces all over the shoe, heel and 
strap. These combine to make an 
entirely new period of style in foot- 
wear. Designers are fastening the 


motif onto the advanced samples 
made up for Palm Beach and South- 
ern wear, where they will be shown 
in January. 
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which way the current goes. 

Feet were at one time so com- 
pletely covered that they were never 
seen in public. Today the bathing 
beaches in Europe and America 
show women and men barefoot. The 
well shaped, good conditioned foot 
is a fashionable necessity. The 
woman or man who has a distorted 
foot hardly dares to go out onto the 
sands. He or she would be con- 
spicuous in bathing shoes when the 
majority wear none. The perfect 
foot is a thing of beauty and is 
coming into its own. 

How does this link up with sports? 
It does in this way—people of the 
world have more spare time than 
ever before and are using it in rec- 
reation. Recreation consists of fol- 
lowing the fashionable sport in its 
season. 

We see in America the remarkable 
situation of golf, tennis, swimming 
in Southern resorts, and skiing, 
hockey and snowshoeing in North- 
ern winter resorts. That gives a span 
of sport footwear possessed by no 
other nation on the face of the globe. 


I: is the little things that show 
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Shoe men are realizing that com- 
plete store service means sport 
shoe service, as well as dress shoe 
selling. For that reason every sport 
has its proper shoe, and a particu- 
lar bearing on volume of business 
and profits in shoe stores. 

The emphasis of sport in women’s 
dress is well told in the Nov. 7 issue 
of Liberty. Its editorial has several 
excellent phrases that might well be 
used in your own sport footwear 
publicity : 


* ITH the close of the football 
season sport goes indoors ex- 
cept in California and in the South, 
where golf fans and tennis fans may 
play or follow their favorite games 
in the open in all seasons. In the 
North, skating, skiing and ice boat- 
ing face the weather joyously; but 
the chief interest in competitive 
amateur indoor sports is claimed by 
the basketball contests of the schools 
and colleges and by bowling, with 
some more special interest in tank 
swimming and diving contests, hand- 
ball and squash and court tennis. 
“What is important is that sport 
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goes on the year ’round and all to 
the good of the race. We think one 
of the most important events in re- 
cent American life is the entry of 
women into athletics. From boxing, 
wrestling and football they are, of 
course, debarred, but they are in 
virtually every other sport. This is 
emphasized by the fact that the 
names of women stars are as well 
known as those of the men. Helen 
Wills is as much a popular idol as 
Tilden; thé fortunes of Glenna Col- 
lett and the woman headliners of 
golf are as eagerly followed as those 
of Hagen and Bobby Jones. They 
get as many headlines and about as 
large a gallery. They are interna- 
tionally known. Gertrude Ederle, 
Aileen Riggin, Helen Wainwright 
and Sybil Bauer are as conspicuous 
in the water sports as Johnny Weiss- 
muller or ‘Duke’ Kahanamoku. 
“Back of the star performers in 
all these sports is a steadily in- 
creasing number of girls and adult 
women who find in outdoor and in- 
door athletics the health and enjoy- 
ment which men derive from them, 
and we are going to be a better 
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people and achieve a higher civiliza- 
tion because of it. Sport for women 
has abolished the corset and the 
tight shoe, and many discomforts 
and ills which women endured with 
more philosophy than men would, 
but which were not good for them, 
or for the race. Sport is bringing 
women a new beauty, a new power, 
a new usefulness, for it is building 
strong and harmonious bodies and 
freer, happier spirits.” 


HE newspapers of this country 
are emphasizing the sport side 
of feminine life and we quote also 
from the Boston Herald of Saturday, 
Nov. 7: . 
“Her feet beneath her petticoat, 
Like little mice, stole in and out. 
“When Suckling, Britain’s seven- 
teenth century poet, paid that deli- 
cate compliment to woman, he could 
have had no thought in his mind of 
the advance she was to make in the 
matter of physique, alert as he may 
have been to her capacity for intel- 
lectual progress. Yet the years 
which he did not live to see have 
brought wonders. A note of con- 
gratulation, rather than of alarm, is 
now being sounded by London shoe 
dealers, who agree in stating that 
feminine footwear needs to be more 
‘roomy’ than ever, that women’s feet 
are getting ‘larger and larger,’ and 
that the change can only be ascribed 
to the increasing participation of 
the fair sex in such games as hockey 
and tennis, in basketball, even in 
running and jumping exercises. ‘ 
“Turn also to the elaborate in- 
vestigations which Prof. A. V. Hill 


_has just brought to a close in col- 


laboration with a committee of the 
British Association for the Ad- 
vancement of Science. His aim was 
to discover what he calls ‘the rela- 


tive horsepower of men and women 
athletes,’ and his first care was to 
analyze the records. The figures 
came out in this wise: ‘Swimming, 
women’s capacity, 84 to 85 per cent 
that of men; running, 79 per cent, 
for all but the very shortest times; 
long jump, 81.5 per cent; high jump, 
87 per cent.’” 

Florida’s boom, which has at- 
tracted attention of all classes of 
people the country over, is being 
watched with interest by shoe men 
eager to see what will be the effect 
on the shoe trade. It is more than 
casual interest they have, because 
some salesmen and manufacturers 
as well as retailers of that section 
see a field for more footwear, in- 
cluding sport and white oxfords. 
With an influx of people it is nat- 
ural that there will be an increased 
demand for staples. 


UST what will be the style sensa- 

tion in men’s shoes at Palm Beach, 
the winter playground of the South, 
this season is hard to forecast, but 
many classy creations have been 
shipped by manufacturers who ex- 
pect their product to meet with 
favor. The usual business in buck, 
Nubuck and canvas is reported. 
White set off with some glossy col- 
ored leather of bright hue is re- 
ported to have found a place in the 
stocks of merchants who predict a 
brisk demand for shoes of this type 
by men this year. Because Jack 
Frost has not yet driven the man 
of wealth to a warmer climate, it 
has not been established what will 
actually be in vogue. However, 
factories are speeding up early or- 
ders for several reasons, among 
them the existing embargo on ex- 
press in Florida. 

One manufacturer who has estab- 


lished several profitable accounts in 
Florida in recent years says: “I be- 
lieve it will be the biggest sport 
year we have ever known. We are 
making up lots of oxfords in white 
with quarters and trimmings of 


bright blue and green. These com- 
binations are “running extremely 
strong. We are going to make a 
good margin of profit on this class 
of trade this year.” 


HE experience of another firm is. 

in contrast as regards transpor- 
tation. A rush order for Palm Beach, 
including sport, novelty and plain 
white effects, had been packed by 
the shipper in the regular 24-pair 
cases and the expressman had been 
notified a shipment was ready. It 
was closing time when it was dis- 
covered that the embargo would 
probably prevent prompt transit, so 
that the shipper was faced with the 
task of unpacking the entire lot of 
fourteen cases and repacking the 
shoes in 12-pair cartons which were 
shipped by parcel post late that 
night. 

Balloon toes rule in the shoes for 
gentlemen who will bask in Florida’s 
sunshine. Some are in square effects 
but not too wide. Some bluchers 
will be seen, but bals will predomi- 
nate, style experts feel. Stitching 
and perforating will be used exten- 
sively to give distinction to them. 
White continues popular, while there 
is also a demand for Palm Beach 
from men more advanced in years. 

Lightweights, which are going to 
be urged for men stronger than 
ever in 1926, will be worn by South- 
erners, new and old, this year. 
Manufacture of oxfords which are 
light both as regards weight and 
color is reported on a large scale for 
Southern trade. 
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Stepchild of Apparel 

The shoe trade needs to step out into the lime- 
light and say: 

“This is an industry that serves mankind; that 
plays a most important réle in human welfare; 
that is the most used, most abused, least under- 
stood and least appreciated. 

The shoe trade needs to tell the world the truth 
about itself. It needs to refute sensational mis- 
representation and to take its rightful place in the 
minds of the people. 

Conservatism, so-called “dignity,” aloofness that 
has bred indifference to public opinion, and pinch- 
penny miserliness in expenditures for publicity 
have made a colossal industry the “step-child” of 
wearing apparel. 

The ignorance of the public concerning shoes is 


ca, Dominican Republic, Hon- 
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appalling. The writer recalls the attitude of vis- 
itors to the world’s fair at St. Louis when the won- 
derful shoe exhibit was in operation. The average 
person viewing those marvelous machines would 
exclaim: 

“Why, I had no idea it took so many machines to 
make a shoe. I had always thought that there was 
one big machine into which you fed the leather 
and other things and the finished shoe came out of 
some kind of a spout.” 

Investigation would disclose that same view- 
point today. People have no appreciation of shoes. 
They wear them as a matter of course. But as to 
the methods of production they are in entire igno- 
rance. 

If you doubt the above statement just experiment 
a little. Ask ten or a dozen people a few questions 
if you want to find out how shoes are rated in the 
public mind. 

When a man or woman buys shoes that ends the 
matter for the time being. They wear those shoes 
without appreciation of their qualities, their 
beauty, their adaptabilities, their intrinsic value. 
A shoe, to the average person is simply a means to 
an end—protection from the elements or to ac- 
company a certain style of dress. Few people re- 
gard their shoes as individualistic. They are but 
a part of a general scheme. With women hats 
some first, dresses next and shoes last. Did you 
ever hear of a woman buying a dress.to match her 
shoes? Men buy shoes to wear. They are indif- 
ferent to shoes, as a rule. And that word “indif- 
ference” tells the story. People are wholly indif- 
ferent to their shoes—and why? 

Because shoe men have not told them about shoes. 
Shoe men sell shoes and let it go at that. 


Big City Business 


Thirteen cities of the country consume a fifth of 
the shoes. These thirteen cities have a total popu- 
lation of 20,000,000. 

Allow three pairs of shoes to a person. That 
is 60,000,000 pairs, or a fifth of the country’s 
production. 

This big city consumption of footwear may be 
even greater than the figures show, for the rate of 
consumption in big cities is usually greater than 
the average rate, and the styles sold in big cities 
are of the most numerous variety. 

It is quite possible that the shoe business, by re- 
tail stores of these thirteen big cities, exceeds 
$200,000,000 annually. 


Keep It Alive 


Why is it that we can’t seem to develop local 
associations “that stay put?” An actual letter 
tells of 100 per cent membership of the shoe mer- 
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chants of a town when organizing in March, 1924, 
and today no meeting can be called that will have 
attendance anywhere near a quorum. Naturally 
nothing is accomplished and no progress is made. 

If ever there was a time when local associations 
need to be kept alive it is right now. The selling of 
rubbers, a definite policy on hours, the fight 
against house-to-house selling and a dozen other 
pertinent problems, stare the retail shoe merchant 
in the face. Cooperatively he can solve any one of 
them to his profit and the prestige of the town. 

The lead story in this week’s issue is built 
around the organization and continuance of an 
active local association. The man who wrote it 
and who conceals his name spent twenty years in 
association effort. As a shoe merchant he has tried 
in every way possible to bring the merchants of 
his community together. He tells how it can be 
done and what can be accomplished. 

Let us see if it isn’t possible under the stress 
of necessity to put the breath of life into associa- 


tion work. 


Courage to Ask’ Prices 


Up and down the length and breadth of this coun- 
try we note an indication of return of merchandis- 
ing courage and the ability to ask a proper price 
for a superior article. Shoes at $15 and up are no 
longer a novelty. One great store in this country 
did over a million dollars’ worth of business this 
fast year on shoes that average $18.50 per pair— 
average mind you—not top price. 

We hand the gold medal this week to Los Angeles. 
In a recent clip of newspaper advertisements we 
noted footwear prices bordering around a $20 bill. 
That showing makes us proud of a community that 
believes in footwear to such an extent as to grade 
up the appreciation of the public to such values. 

When a store will order $40,000 on one style, 
and that a top-notcher, the average shoe man will 
say “style gambling,” but is it? It’s appreciation 
of the community’s ability to pay for fashion. 

The RECORDER has, week by week, since mid- 
August emphasized the necessity of a beautiful 
footwear Christmas. One merchant wrote us that 
so impressed was he with our campaign to make 
the shoe store a busy place in the holiday season 
that he priced some fine buckles at $50 to sell with 
his $6 shoes. And, strange to relate, he sold some 
of them, although if you want our opinion, the bal- 
ance isn’t well preserved in that transaction, even 
though the buckles are wearable for years. 

We are coming into a period of jewelry of the 
feet, not only in the case of ornamentation, but in 
fine leathers, fine fabrics, fine shoe making and su- 
perior design. Shoe men are going to experience 
a public demand for beautiful footwear, the like of 
which they never had before. It is here and we 
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are glad of it. The merchant who has the littlest 
store in the smallest community should not scoff 
at this editorial of ours, and say it means absolute- 
ly nothing to him. It does, because if you lift up 
the top you correspondingly lift up the bottom. 
When people have money to spend it is up to the 
shoe man to see to it that it is spent in his store. 
Certainly this is a tremendously wealthy country, 
and the shoe man should be able to get as much 
in proportion as the beauty parlor for an article 
that adorns as well as serves. 

One young lady made the remark that she would 
prefer a present of footwear to jewelry. She 
showed good judgment in that. Jewelry has its 
place, but it hasn’t half the utility of a pretty pair 
of shoes. Jewelry goes out of style, gets thrown in 
a box and is never worn again—while footwear has 
its place in the fashion sun for its allotted period 
and then gives way to another pair. 

The shoe trade should feel very much encour- 
aged by the merchandising ability of those stores 
that venture into high grade merchandise and ask 
a real price and profit thereon. 


She Does the Buying 


HE women of the country are the buyers of 
the country. The men are so much immersed 

in their business affairs and their hours of work 
are so long that this part of the management of 
the household has more and more drifted into the 
hands of the women. The automobile has also been 
a big factor in making the woman a larger buyer. 
In the old days men did most of the buying. 
Women remained at home attending to their house- 
hold duties, baking bread, putting up fruit, sew- 
ing for the children, etc., but in these modern times 
of quantity factory production our dear lady 
friends tell us it does not pay to bake bread or 
cake at home, or to put up fruit, or to make cloth- 
ing. They can buy all these things better and 
cheaper than they can make them at home. So the 
woman in the houshold has taken over the buying. 
She drives her own automobile. She goes to town 
when she pleases. She shops around. She is the 
— buyer of the United States with a capital 


A Good Loser—Nix! 


PROPOS of the World’s Series, and the fact 
that the sporting fraternity has an idea that 
a@ man should be a good loser, Saunders Norvell 


of Hardware Age says “I do not believe in a sales- 


man’s ever being a good loser. I want bad losers. 


. I want men, when they lose out, not to feel badly, 


but to feel bad—to feel darned bad. I want them 
to be sore. I want them to kick because they 
lose.” 
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What Wil 
Survey Made 
For Conference 
“on Styles Salable 


_ January to June 
1926 


November 14, 1925 


Big George Geuting tells his co- 
committee man Jesse Adler, “Give 


‘em style, they are peacocks, so let’s 
help ’em strut.” 


SHOES FOR INFORMAL 
EVENING WEAR 


Lasts 


Custom 
an 
Toes 
Medium 
Round, 


Some 


Narrow 


Fa 
H 
{ 
— SHOES FOR GENERAL WEAR S| 
— NAME AND ADDRESS 
OF STORE | 
Lasts Colors Types Leathers Heels 
| JAS. I. McGIFFIN 90% Light |Light Weigh Kans 
i ight ngaroo 
— Los Angeles’ Oxfords Custom Tan Russia Kid and 
i CHESTER HEROLD and Medi Calf, So: Light Weight Dull Calf 
§ jum me 
ee d San Jose Blucher Balloon | LightShades} Tan Kid | 7/8 and 8/8 Lace and Patent 8/8 
7 4) Wider 55% Light ight | 8/8 Rubber, 
GERHART SHOE Co., 90% Toes, "han Finished Leather Black Calf 
at Good.” | 13% ’Black | and'Kid | Patent 
— Bal.and | Medium | Black, | Calfand 7/8 Medium 
| LOUIS SCHEUER, Blucher Wide Medium |Light Weight| Rubber Bal Recede | Black Calf 7/8 
" 4 Berryville, Va. Oxfords Toe —o Grain Top Lift Oxfords Toe 
— 
* 1. BAILEY. Oxfords Wide Shades Lesther'in | “Ontord Wide Black 
—_— Walk-Over Boot Shop, Toe as Season Young Men’ Ties Toe Calf Rubber 
| Light Tan | Tan Cait More Oxfords 
4 C. W. KELSEY. Full, Less ? and Kid Leather, Feather- Black 
— Binghamton, N.,¥. Oxtords | ‘Balloons’ | Golden Black Calf Less weight Calf Leather 
4 Kid and Kid Rubber 
Semi-Soft fo Wide Tee, foe Leather Patent 
7 = A. S. RUBEL, Younger. and and Kid an for Medium | and Black Low 
: f i Corinth, Mies. ‘oe Boxes fo Balloons Blacks ee, Be Young Men Calf Rubber 
Older Men * Ol Increasing 
4 KOHLS SHOE CO., oh. Ox ds} Medium Shades Calf Medium Calf 
} Yakima, Wash. Shoes Wide Tan. Some | and Kid: Oxfords Wide and Kid Reg. 
q J. L. PATTON, Oxfords Short Vamp| Light 8/8 Oxfords Medium | Gun Metal 
| 4 Schenectady, N.Y: Wide Toe Black (Clyde) 
Vikinz 
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Beery Man Needs 18 Pairs 


NE of the high lights of the 

New York Style Conference was 
the great emphasis placed upon men’s 
shoes. Everybody was in complete 
agreement with John McMullin, 
Men’s Fashion Editor of Vanity 
Fair, when he said: : 

Eighteen pairs of shoes and boots 
sounds like a big order, but in the 
case of the well dressed man, whose 
wardrobe is built up slowly over a 
period of time, it is not unusual to 
find that approximately this num- 
ber of shoes exist in a wardrobe, 
though a man may be unaware of 
the fact. The complete list shown 
here would meet the requirements of 
the man who is a general all around 
sportsman and a man about town. 
As a matter of fact, according to a 
man’s requirements and his pursuits, 
the riding boots might be substituted 
for high-water shooting boots and 
so on, so that the amount would 
vary by some three or four items one 
way or the other. But as a standard, 
the list published here forms a basis 
upon which to develop style consci- 
ousness in the minds of the average 
well-to-do man who today is becom- 
ing the well dressed man of America. 


To define the well dressed man more 
carefully, he is a person who has the 
right thing for every occasion and 
who is not only dressed in good taste 
and harmony, but whose accessories 
are faultlessly selected so that his 
ensemble is beyond criticism.” 

Here is the complete shoe ward- 
robe of a well dressed man: 


1 pair of pumps 
1 pair of dancing shoes 
1 pair of black patent leather ox- 
fords 
2 pairs brown oxfords } Sea 
1 pair of black oxfords Weight. 
1 pair of black or brown semi- 
 brogues 
1 pair of heavy brown full brogues 
1 pair of spiked or rubber soled 
golf shoes 
1 pair of white buckskin shoes 
with rubber soles 
1 pair of brown and white or black 
and white buckskins 
1 pair of lightweight brown ox- 
fords for summer wear 
1 pair of lightweight black ox- 
fords for summer wear 


1 pair of brown buckskin shoes 
1 pair of woven leather sandals 


1 pair of house slippers for lounge 
wear 

1 pair of rubber soled shoes or 
sneakers for tennis 

1 pair of riding boots 


Here is how to couple shoes with 
other accessories : 


Oxfords with double breasted 
lounge suits. Brogues and semi- 
brogues with tweeds. Button cloth 
top boots with morning coats. Black 
oxfords worn with a black bowler 
hat and formal dark town overcoat. 
Patent leather dancing shoes with 
full dress. Pumps with white flan- 
nels and dark blue coats for informal 
evening wear in summer. White 
buckskins with rubber soles for 
yachting. Brown buckskin oxfords 
for town and country in mid-summer. 
Brown and white shoes with tan or 
gray summer lounge suits. Woven 
leather sandals with odd flannel 
trousers and double breasted summer 
lounge suits. Pumps and house slip- 
pers with heels with rest suits and 
silk robes. 


SHOES FOR FORMAL 
DRESS WEAR 


Material 


San Jose 


GERHART SHOE CO., 
Bloomington, Ill. 


= fF SHOES FOR GENERAL SPORT WEAR 
NAME AND ADDRESS ms 
OF STORE 
Types | taste | | | types | taste | Soles | Colors | Leathers | Heels 
Pum Two-Tone Crepe and 
oa Custom Tan and Rubber, Tan JAS. I. McGIFFIN, 
Plain Toe and | Patent Smoke, with Some Smoke Los Angeles 
— Oxfords | Medium Tan Trim Leather White 
AS BEFO IDO : 
Plain Toe Tans 
Oxfords d 
Gore "| Medium | Patent Oxfords 
a Pumps ~ Rubber tions : 
Bal Ox- 
Plain Bal and Medium Medium 
Cloth Top | Medium Patent Blucher Wide, Compe, and LOUIS SCHEUER, 
Button Recede Oxfords | Soft Box Ru Light Tan Berryville, Va. i 
White Buc 
3-Eyelet Combina- ‘Gait | Buckskin T. BAILEY 
| Medium | Mot Calf 7/8 tion Leather | Tan Calf | 1/8 Walk-Over Boot Shop, 
Stiff A Few Oxfords and Crepe | Trimmings.| Smoked Lima, Ohio 
Box Patents Also Green Horse 
Elk 
Mostly 
‘oe Brogue Paten‘ Oxfords mbina- Binghamton, N. Y. “ 
Oxfords tion 
Plain ; Mostly Tan and Calf, Regular 
Toe Medium Patent Low Crepe and | Combina- | Elk and and A. 8. RUBEL, 
Patent Medium 
Medium | Crepe and ong co., 
~ Calf and Elk Horse 
Tan and 
IN. Y. Last Smoke J. L. PATTON, 
Oxfords | Narrow | Patent Low Crepe Elk Elk Schenectady, N. Y. 3 
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Style Compilation 
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National Shoe Retailers Association 


SHOES FOR INFORMAL 
SHOES FOR GENERAL WEAR EVENING WEAR 
NAME 
mane Lasts | Colors Leathers Heels Types Lasts Leathers | Heels 
Blucher and ~— Ble Calf 7/8 and 8/8 Lace Dull 7/8 
. CO., ani an 
Lace Oxfords Extra Golden and Kid |75% Rubber} Oxfords Medium Calf Leather 
Wide Brown Kid 
“MORSE, HAYNES CO., Smooth Calf, 
Ss field, M Wider Rather Camel Black 8/8 Medium 
EB Ward, Buyer Toes Light Grain or 7/8 Panama Kid B 
Willow 
ae H Full Nearl Black Calf. 7/8 
D. J. BURKE, eavy, Up er ear! y 
_ N. ¥. to Warm Toes with More | 100 Calf ore Low Medium Kid Leather 
Weather ks Leather Patent 
RUBE METZ, Medium Wide Plain Custom and 
hi , Til. Oxfords | Full Custom | Light Tans | Calf, Kids |75% Rubber} and Tip Mediu: Patent Leather 
Metz ‘Men's Shoes Boots Full % Lea Oxfords French. 
. Medium | Light Tans, Calf, Rubber, Medi Patent 
5. Oxfords Broad Few Blacks| Kid | Low Broad | Oxfords | or Round | andGun | Leather 
rs 80% Bal 25% Light 
UILL 80% Calf 8/8 Bal Medi Slack Calf 
Oxfords Wide  |Medium’Tan,| 20%, Kid Oxfords 
10% Boots 25% 
High Grade. | Light T cat Cus lack Calf 
‘an 5 ito’ Bi 
IKE KEMPNER & BROS.,’ | 75% Oxfords’ Wide for and and Rubber Oxfords and Semi- Patent 65% Rubber 
Little Rock, Ark. 25% Boots | Young Men Black Kid oe ; English and Kid | 35% Leather 
er 
6 Eyelet Bal 70% Black Calf 8/8 Med Calf 8/8 
. AMEY, en’s Pp jium Black 
St. Jounabury.'Ve. Last 30% Tan Oxford Full 
Will'Led. | B ky Custom and} Black | 7/8 and 8/8 
rogue ther m an an 
fan. mi- . to 
Now Good Tony Red Patent Leather 
sTo i Wide T 7/8 
I an an 
fects | Round Toes Medium | Black Calf NO| CHANGE | EXCEPT |LASTS 
‘an ‘an 
YLO Golden T: 85% Rubber] Black Media Calf 
jum 0) an, u um 
Hasel's Shoe Co., Brogues, Medium Tan,| Bright Calf,| to Follow [Light Weight Brogues Kangaroo Shapely 
Chicago French id, Oxfords j|and Custom] and Kid 
Custom Patent as Before Lasts 
Scotch Grain 
Shoes, and 
T. S. MILDREN, and 4 Leather Plain 
‘a wn, ‘an. to ‘oe Full Round | Dull Calf 
| Round Toe | 40% Black | ““Smoo Oxfords 
tailing from $8. pr. 
(Re $8.50 Up) 
SSELL. 80% tt Shades} Tan Calf Flat Medium Patent Medium 
Columbus, Ohio 
Not Much Light No. Rubber No. 
Ligh’ eigh’ Shades, Calf, Kid, ther um 
™ z & M.. Inc., Oxfords Narrower | No Lemon | Kangaroo " tly Oxfords Narrow No. 2 Black| Leather 
, i. if Black Narrower ngaroo 
Tari No Change Black Calf 
CHAS. H. VOLL 
The Mabley & Carew No Change | 65% Tan | Dull Calf, | Increasing Oxfords As Before | and Kid. Medium 
35% Black Patent, Leather Patent 
Grains 
t Tans 
W. J. COLTMAN, Medium or Browns, | Kid, Calf, 
Idaho Falls, idaho Oxford Wide Some Patent’ | Regular 
Few Shoes Tan, 
M. A. CONDON, Bal and Medium Black, Calf, Rubber,Top. Lace 
Jas. F. Condon & Sons, Blucher Broad Nut Some Kid | Leather Oxfords 
ton, S. C. Oxfords Brown 
JOHN T. WILLIAMS, 30% Tans Flange 
ana, N. ¥. Oxfords Wide 70% Blacks Calf Rubber Oxfords 
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Reports From Merchants Who Picture 
Local Demands 
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SHOES FOR FORMAL 
DRESS WEAR 


SHOES FOR GENERAL SPORT WEAR 


Lasts Material 


Lasts | Soles | Colors 


NAME AND ADDRESS 
OF STORE 


Medium 
Full 


Tand and 
Leather White 
and a Trimmings, 


Black and 


BYCK BROS. CO., 


Atlanta, Ga. 


Dark Brown, 


Brogues e, eavy oke, an: 
Two-Tone | Elk 


8/8 


MORSE, HAYNES CO., 


Mass. 


Buyer 


D. J. BURKE, 
Rochester, 


N.Y. 


Plain Toes 


Leather 


French 


RUBE METZ, 
Chicago, Ill. 
etz Men’s Shoes 


Medium 
Round 


HARRY E. FONTINES, 
Colo. 


iver, 


Plain Toe| Patent 


Tan, Elk 
and White 
Buck 


A. R. MANDUILL, 
Tren 


ton, N. J. 


Leather 


Tan, Blond,| Elk, Calf, 
and Rubber White and| Kid and 
Wide and Black and Buck 


White 


IKE KEMPNER & BROS., 
Little Rock, Ark. 


7/8 and 8/8 


6-Eyelet 
Pla 


Natural Chrome 


J. AMEY, 
St. Johnsbury, Vt. 


White in 


Plain Custom and Patterns Tendency | Combina- Rect. N. E. JACOBS, 
‘oe and Smooth -|7/8and8/8} Lace and Full Back to tions with Rubber Walk-Over Shops, 
Oxfords | Modified Black Leather Blucher Brogue Leather Tan and cat Pk New Orleans 
Brogue Black Deerskin 


NGE 


Solid 


Wide Crepe, Colors, 
Round Rubber, Mostly 
Leather Tans 


6/8 and 
7/8 


IMPERIAL SHOE STORE, 
Beaumont, Texas 


T. 


S. MILDREN, 


Horsfall Co., 


tford, Conn. 


Retailing from $8.50 Up: 


W. E. RUSSELL, 
Pitts Shoe Co., 
Columbus, Ohio 


w. 
The B 


FETZER, 
. & M., Inc., 


Tenden Smoke and 
Calf and ‘an Elk 
Elk Tan Calf 


CHAS. 


The Mabley & 
Cincinnati 


J. COLTMAN, 
Falls, Idaho 


Jas. F. Condon & 
Charles 


A. 
ton, S. C. 


JOHN 


Rochester, N. Y. 


T. WILLIAMS, 


H. Ay 


925 51 
| 
Types Heels Types Leathers Heels 
7/8 Calf, Low 
Lace an an 
ford Dull Leather Lace Brogues Few Elk, Broad Pe = | 
- Calf Oxfords Crepe White Buek 
Trimmings 
Crepe and |__Scotch 
m Plain Medium Patent Oxfords 7 
Toe Round and Gun | 8/8 or 9/8 | and Boots = 
Metal 
Oxfords Patent Leather Oxfords to Full | Sport Soles| Largely Calf Low ; 
and Patent Tips | Custom ¥ and White, Calf, 
Medium | Colt and pt and Tan Wide an Black and | Nubuck, ._ | jae 
| Full Patent Collar Short Rubber [White Com-| Genuine 
a Kid Effects Effects binations Buck a 
Crepe, 
| | ’ Rubi Combina- | Elk Calf Ww 
Oxfords Patent Leather Oxfords Short and tions and Calf — i 
Leather Rubber 
* Bal 70% Tan and 
Bal and Medium Leather | Elk Com- 8/8 Fs 4 
. Oxfords Blucher Wide 30% bination 
Crepe 
Cream and 
Patent, i 
| 
Custom Calf = Rub 
2 Plain Patent 
tes | Medium | ord | crepe Spri 
Plainer 
xo 
Small White Elk | A. E. TAYLOR 
nee tent, te i . E. 
Oaford, | and” | Few Dull | and, | Medium Rubber Ban Calf and Hasset's Shoe Co.. 
Ligh m rogues exible ica : 
Weight Leather Best Bet 
Comb. Fibre, Knob, Elk 
Colors in B or Cleat, 
Plain Full Saddle and Leather ed, | 
Toe Round Patent 6/8 Wing Ef- Full Soles and |White Buck, 
Oxfords , fects, Round Heels Tan and 
Lea. Soled Toe Heavy for White 
Moccasins Bpikes Wing Tips 
Pty Black and 4 
White Com- 
Oxfords Patent Low Two-Tone Leather, bination, 
Few Medium | and Dull Leather Oxfords Few Tan and Elk Rubber 
Boots Rubber |White Com- 
bination 
No. 1 Plain ‘ Brigh t No. 1 Smoke No. 1 No. 1 
Toe Oxford Narrow} Patent, Two-Tone Short Crepe, Caramel, Elk, Spring . Ps 
No. 2 Two-| Custom | Black Calf | Leather Comb. _ No. 2 Camel No. 2 0. i 
Eyelet Tie Oxfords Leather {Natural Elk} Calf Low Heel Peoria, Ill. 
ightly Some Crepe Combina- 
Lace Wades Patent as Oxfords 
Oxfords and Before 
Shorter oles ec 
Patent 
and Some Medium Meaty Low 
Oxfords ‘arrow Black ea’ Hea’ Ligh’ Calf Flange 
Kid Oxfords | Modified 7 | Tees 
Tan, White 
Lace Lace Leather, | Trimmed, ? 
Oxfords, Broad Patent and Medium Crepe, Smoke Calf Rubber M. 
Few English, Calf Blucher Broad omposition| and Tan, and Elk and : 
Goreside | Custom Oxfords Tan, Black, Leather 
Oxfords and White 
70% Mostly 
Patent, Low Medium Tan, Few Low and EE eee 
Oxfords | Medium 2% Leather Oxfords Wide Crepe Dark Calf Spring 


HIS idea occurred to me some 

days ago that we could put 

publicity for the house over by 
doing something that would not look 
as though it was a premium. It so 
happened that the thought came to 
me just at the psychological moment, 
because it was just before the time 
when the music houses were plan- 
ning to unload their records pre- 
paratory to launching the new Vic- 
trola. 

I immediately went to this large 
music house and asked for a special 
price on three to five thousand rec- 
ords (Red Seal) to distribute among 
our customers, and when the propo- 
sition was taken to the San Fran- 
cisco office they declared it to be a 
scoop, and authorized the music 
house to co-operate with us in every 
way possible. 

Being somewhat interested in 
music myself, I presume I was influ- 
enced to play up to music itself in 


a different way, and this has seemed © 


to meet with ready approval on the 


part of the better trade. 


E used about two hundred Red 

Seal records in our window dis- 
play and about the store. Instead of 
the wood or glass plates on the shoe 
stands we have used a record. The 
shoe is very attractive displayed in 
this way. In the back of the win- 
dow we have a staff of five bars with 
notes made of cardboard. Hanging 
around the window just inside the 
glass are notes scattered here and 
there, and inside the store we have 
carried out this same effect. 

A young lady sits at a desk in the 
front of the store playing the rec- 
ords if people ask for them, and 
when the sale is made she types the 
name and address of the customer 
on the order to the music house en- 
titling her to a record. At the close 
of the campaign the music house and 
ourselves will use the list to write 
letters about our holiday goods, and 
at the same time will tell them we 
hope they enjoyed the record, and 
that we were proud to connect up 
with a house like Sherman, Clay & 


| Co., etc. You can see the effect. 
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Hark, the Herold Music Week 


An Event in San Jose, California, That Rang 


the Cash Register Bell 


By CHESTER HEROLD 


The. idea of Herold’s “Record” 
week is quite novel in itself. The 
people do not seem to think we are 
giving them a premium, as most of 
them say it is a rare opportunity. 

We lead up to the first advertise- 
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ment with two teasers stating that 
“Two of San Jose’s largest and best 
known stores will make a startling 
announcement in Sunday’s paper. 
The fact of mentioning two firms 
caused a great deal of curiosity. 


The Herold Shoe Company has been look- 
for to do for its. customers 

conta of homes bas 
iavst acceptable 


Arrangements ‘have been made with 
Sherman, Clay 4 Company to deliver to our 


have to do is to make a purchase 
of $15 or over ‘at Herold’s Shoe Store, re- 
ceive absolutely without charge a certificate 


Sherman, Cl 147 — Vag 
Street. any time ve including Satu: 


will be given out at our 
store All records are from new 


y Startling 


HEROLD'S 
“RECORD” WEEK 


(Sherman, Clay & Co. Co-operating) 


One of the Most Umque and Attractive Events Ever 
Sponsored by a Retail Establishment 


dite, the one universal langage 


HOW TO GET YOUR RECORDS FREE 


Herold’s “Record” Week Begins Tomorrow—Ends Saturday 


HEROLD'S 


California’s Oldest’Shoe Concern 


74 SOUTH FIRST ST. 


understands it—but few ever 
which all men’s hearts 


customers on orders issued by us any Victor 
Single-Faced Red Seal R 
lishment absolutely free of charge. This will 
include any ten or 12-inch.record, f: 
lection of over two hundred subjects, includ- 
ing Caruso, yp pe Galli Curci, Kreis- 
ler, Paderewski, and others that originally, 
sold for as high as four dollars. 


It is with a great deal of pleasure that we 
avail ourselves of this exceptional privilege 
in gompliment to our customers, and thereby 
spreading the best in music so extensively 
into the homes of this community We invite 
everybody to participate in this event Offer 
includes anything of $1.50 or over—shoes. 
sh hosi shoe repairi ildren’s 
number of records for each customer 
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Fresh styles for the Freshies, more sophisti- 
cated ones for the ery model chuck 
full of that real class, ‘specially appreciated by 
“Rah, Rah” boys Full toes, balloon type 
Overweight outer soles that are wonders for 
wear! Exclusrvely Pokorny’s—and we're proud- 


*8 *10 


Pokorny 


124 ST CHARLES 


AND SHOE RECORDER, and under 

the heading, “The Fight Be- 
tween the Balloon and Custom Last,” 
it was pointed out that two distinct 
types of men’s shoes are in the lime- 
light for this fall and winter—the 
refined custom effect and the more 
brutal brogue type for the younger 
men—the so-called college set. 
“Young men set the style,” we said 
at that time, calling attention to the 
fact that the needed stimulus in the 
men’s trade can come only through 
a revival of interest in snappy shoes 
on the part of the younger men of 
the country or those older men who 
affect youthful styles. 

That this struck home is evidenced 
by a number of letters received since 
the publication of the article in 
question. Of these, one of the most 
interesting is that received from 
Ralph P. Levey, general manager of 
Pokorny’s, New Orleans, in which 
he says in part: 

“We are devoting some publicity 
to this thought and worked up a 
campaign last week, following the 
idea expressed in the article just 
referred to. This campaign is al- 
ready under way and I am enclosing 
herewith some samples of copy that 


|: the Sept. 19 issue of the Boot 


Pokorny id 


Young Men Set the Style 


If you hit ’em in the eye you can sell ’em 
many more pairs 


have already been run which, I be- 
lieve, set forth the appeal to the 
bulk of the buyers.” 

The opening gun in the campaign 
consisted of a large six-column 
newspaper ad announcing the new 
line of Pokorny’s YOUNGMEN’S 
shoes. “Style Sensations for Fall, 
1925,” reads the display headline. 
And then, continuing the theme: 

“We consider the creation and as- 
semblage of this unusual collection 
as atriumph! The styles have been 
carefully and understandingly de- 
signed for younger men who take 
pride in their get-up. College and 
high school students, young business 
men who seek the different and dis- 
tinctive, will unhesitatingly pro- 
nounce them ‘great!’ 

“Their tendency is toward the bal- 
loon types, with broad, smart toes 
and sturdy over-weight outer soles; 
unusual tones of tan; clever stitch- 
ing—and every model exclusively 
Pokorny’s. We want you to see 
them! We. want your opinion of 


them. For we regard Pokorny’s 
Youngmen’s Shoes as our greatest 
style achievement in 66 years of 
shoe selling. Pokorny’s is ready for 
the college rush.” 


OLLOW-UP advertisements 

were much smaller, dropping to 
a uniform size of two columns by. 
about six inches. Some of the copy 
ideas are as follows: 

“Niftiest styles ever. Designed 
for the college ‘stude’ and for all 
other style students.” 

“Snappy, young, clever models 
with broad toes. Oversized outer 
soles. Balloon styles. We're actu- 
ally cocky about them, and you’ll un- 
derstand why when you see this 
extraordinary collection of shoes.” 

How a good idea has its friendly 
transfer from New York to New Or- 
leans is shown by the book idea for 
a window display. Jesse Adler used 
it first and Pokorny’s has adopted 
the same idea. 
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The Truth About “Named” Shoes 


QUESTION : “If you were entering the retail shoe business today, 
would you handle named, or so-called nationally advertised shoes? 


the amount of time and money 

I desired to invest in establish- 
ing a business. Also, upon the kind 
of store, its location, its proposed 
clientéle and the class of merchan- 
dise intended to be handled. 

The writer prefers to consider 
average propositions. Suppose we 
say that we are considering an 
average store in an average town 
or city. We have two choices—buy- 
ing an established business and 
continuing it as such, or starting 
an entirely riew store from the 
~ground up. 

Let us presume that the purchase 
of an established business is be- 
yond our means, or impossible be- 
cause there is no established busi- 
ness for sale. Being unable to ac- 
quire a “ready-made” business let 
us look around and see if there is 
a “short cut” we may take. 

We know that building up a new 
shoe business will require consid- 
erable capital, long years of hard 
work, and facing the keenest com- 
petition ever known in merchandis- 
ing. 

Establishing a business is some- 
what like establishing a home. 
Suppose a man is newly arrived in 
California, for instance. He 
is a bit uncertain as to his 
permanency in the new coun- 
try. He decides to “try it 
awhile” and see how he likes 
it. A home is his first thought. 
Shall he buy, build or rent? 
Buying might anchor him 
permanently, building these 
days is grief, and renting is 
distasteful. But he finds 
rather a remarkable service 


T would depend entirely upon 


available on the Coast. Many ex- 
cellent homes, cottages, bungalows 
and apartments completely fur- 
nished are available at rentals 
within the reach of every man. If 
a family wants a home for a short 
stay they simply rent or lease a 
place and move in. No worry about 
buying or transporting furniture— 
just send the trunks and bags by 
truck and take possession. The 
home is all set for occupancy— 
ready made. When they are ready 
to go, pack the baggage and hit the 
trail. 


N every town and city there is a 

ready-made trade, an established 
business, invisible but certainly ex- 
isting. It consists of the desire of 
a lot of people to buy certain mer- 
chandise they have read of, heard 
of, or used at some previous time. 
The high brows call this “consumer 
acceptance.” It has been created 
by advertising. Constant presenta- 
tion to the public mind through 
printed pages, illustrations and va- 
rious other methods of publicity 
have caused a lot of people to want 
the advertised lines. 

With all this ready-made trade 
available wouldn’t it be a short cut 


This series of articles (six in number) 
is prompted by questions propounded by of 
retail shoe merchants on the subject of 
“named” shoes and “nationally adver- 


tised” brands. This being a matter of 
interest to many merchants, each topic 
will be discussed in a separate article. 
It is written by a man—who KNOWS. 


to move in and take possession? 
Isn’t it perfectly logical to take ad- 
vantage of such an opportunity? 

That there is such a desire, such 
a ready-made market, such “con- 
sumer acceptance,” may be proved 
by any person who cares to inves- 
tigate. 

A house-to-house canvass by 
trained investigators has developed 
a very astonishing interest in ad- 
vertised goods. Merchants who 
have dug into the facts are amazed 
to know that a large percentage of 
people are constantly making in- 
quiries from manufacturers, even 
going to other towns to purchase 
when they have been unable to buy 
the goods wanted in their local 
stores. 


TEP into the advertising depart- 
ment of any manufacturer who 
uses national advertising and ask to 
see that morning’s grist of inquiries 
from readers of magazines and 
newspapers. Your eyes will bulge 
out when you see the pile. And 
those inquiries are not “rubber 
neck” demands for pretty booklets 
or printed matter. They come from 
people who are earnestly interested 
in the goods and who want to know 
where they may buy them. 
In this average town we 
are talking about there are 
probably several hundreds 
interested people who 
have never written to the 
manufacturer asking for in- 
formation as to the nearest 
agency, but they are ready 
to buy when the chance is 
afforded them. 
‘The best evidence of the 
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existence of this invisible market is 
the fact that mail order selling in- 
creases yearly. Look at the report 
of the chairman of the board of 
any big concern selling direct to 
consumers by mail. 

Do you doubt that advertising 
creates desire to own merchandise? 
How can you when you see on every 
hand the evidences of tremendous 
growth in a few years due to ad- 
vertising alone. How is it that so 
many new concerns spring up, flour- 
ish from the start and grow rich 
almost over night? . 


HAT has caused all this flurry 

in the hosiery business? Why 
is it that certain concerns have 
made fortunes in two or three years 
by selling direct to the women at 
their front doors? 

Let us quit doubting for awhile 
and get on with our discussion. 

Let us presume that we are 
agreed on the matter of starting a 
store with advertised lines and con- 
tinue if it be only on suppositious 
grounds. 

First of all we should carefully 
investigate the lines advertised and 
see how they fit into our plans. The 
quality of the goods, the 
reputation of the manu- 
facturer, the price range, 
and many other aspects 
must be considered. 

Then, most important, we 


into stocking lines. I have in mind 
one such who frankly told me he 
was going to “run a few quarter 
pages in one of the big magazines 
and make the dealers believe he 
was putting on a big national cam- 
paign.” It will be no big task to 
spot that kind of a kidder. 

When we have found the right 
manufacturers and the right shoes 
and the right advertising, we are 
ready to go. We may be entire 
strangers in the town but our shoes 
are well known by reason of their 
advertising. In this case the shoes 
help introduce the store. In fact, 
the shoes vouch for the new, 
strange proprietors. 

When the store is opened and an- 
nouncement made of the lines we 
shall carry, the immediate response 
by the public will be surprising. 
They will welcome the opportunity 
of buying the shoes they have 
wanted but could not obtain at 
home. 


UT we must not depend upon the 
national advertising to carry the 
whole load. We have to put up our 
lightning rod. We have to tell the 
folks that we are on the ground 


MACY’S 


34th Sereet and Broadway New York City 
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with the shoes they have been hear- 
ing about and wanting. I know of 
a dealer who had by some means 
obtained the agency for a very fine 
line of women’s shoes that were ex- 
tensively advertised in many wom- 
en’s magazines. He hai the line 
about a year when the factory re- 
ceived several letters from women 
in that town asking where they 
might purchase the shoes. He sim- 
ply had not told his own trade that 
he had that celebrated line. 


DVERTISED lines supply some 
fine advertising literature and 
show cards as well as window signs. 
These serve to tell the passerby 
that the shoes are in town. They 
will do us no good in the back room 
or down cellar. If we do our share 
we will step into something that 
has been slowly but surely building 
up for us. 

All the above is logical, common- 
sensical and provable. It is based 
upon many years of experience and 
observation. 

In the next article we will dis- 
cuss the question: 

“Is it wise to build up a business 
for some manufacturer to take 

away from you at will?” 


Something Is 
Wrong 


must find out if the lines 
we select to handle are 
not already placed in the 
town. If so we will be 
compelled to look further 
and find other lines 
equally good that have 
not béen allotted. 


DVERTISED lines, as 
a rule, sell to but one 
dealer in a town. An ex- 
clusive agency for a good 
line is an asset of value 
to the dealer and to the 
manufacturer. If we are 
able to secure the exclu- 
sive agency for certain 
high class lines it would 
seem to mean that we 
are far along the road to 
quick acceptance of the 
new store. 

One thing we must be- 
ware of and that is the 
misrepresentations of 
certain manufacturers 


concerning their national 
advertising. It is a pity, 
it is true, that there are 
some of them who make 
extravagant claims and this 
endeavor to kid dealers 


with MODERATE PRICE 


and FOOTWEAR QUALITY 
KEEP RIGHT IN STEP 


isn’t particularly pertinent to the story on 
e—but it sure sold shoes and is in perfect 


balance. 


WHERE FOOTWEAR FASHIONS 


[CONT’D FROM PAGE 42] 


tion was put to a vote it 
was unimously carried. 
“Quick work!” said 
Stratton. “T’ll appoint 
that committee on consti- 
tution this afternoon. 
Meanwhile, let me sug- 
gest that the success of 
the meeting for organi- 
zation calls for a great 
deal of missionary work 
among our dealers dur- 
ing the next few days. I 
think I'll appoint the 
twelve men here today a 
missionary committee to 
interview every dealer 
and invite them all to the 
meeting. Tomorrow 
morning I will send each 
of you a memorandum of 
the names of a few men 
to call on. Do it right 
away. Be _ enthusiastic 
about this proposition. 
And don’t in any in- 
stance, be satisfied with 
anything less than a 
promise to be here next 
Wednesday night.” 
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A National Meeting Place, for Merchants to Communicate One with 
Another, to Voice Opinions, to Seek Information and 
to Feel Perfect Freedom of Expression 


A. SULLIVAN of the Guaran- 

e tee Shoe Co., San Antonio, sug- 

gests that a survey of several of 

the leading retail shoe merchants 

relative to the subject of advertis- 

ing expenditures would be both 
mutually helpful and pertinent. 

If you will send us your figures in 
percentage form, we will compile 
them, sending you a résumé of the 
total. It is not our intention to pub- 
lish any of the reports in individual 
form, but to give the totals as a 
whole, 

For the purpose of comparison, 
will you give your percentages for 
the first six months of this year? 


Percentage of total advertising ap- 
propriation to gross sales ......... 


What percentage of this is spent on 
newspapers, ...... Windows, ..... 
Direct-by-mail, ...... Good-will ad- 
vertising ...... 

Are you planning to increase or de- 
crease next years appropriation on 


Newspapers ...... Windows ...... 
Good-will ........ 


Do you charge the proportionate 
rent of your window space to adver- 


We do well in the shoe industry to 
honor from time to time those ster- 
ling citizens who have made of their 
business something more than money 
making ventures. They have given 
service to the public and have joyed 
in doing it and have loved their fel- 
low workers in the craft. 


OSIAH F. KNOWLES of Hart- 

ford, Conn., writes: 

“Dear Friends, who gave me their 
personal tributes in view of my 
‘record as a veteran of sixty years 
in the shoe business. 

“When, by the help and grace of 
God, one is permitted to live the 
whole allotted time of man, viz: three 
score years and ten and then ten 
more years, he realizes that the long 
time friends he has made are 
rapidly diminishing by death, his 
heart grows more and more tender 
toward those who are still with him 
and they become more and more 
precious to him with each succeed- 
ing year, and I can assure you all 
that, as you sat around the banquet 
table that day, you all looked exceed- 
ingly good to me, and the expressions 
of your regard for me and my con- 
tinuous work sank into a very tender 
heart with such force that words 
failed me to express my deep grati- 
tude that I had such loyal and true 
friends still living who would so will- 
ingly come to do me such honor.” 


ORAH A. DECKER of Fair- 
mont, Minn., writes: 

“Many years ago there was a 
Decker shoe company. I do not know 
the exact name of the company, but 
understand that it was either at 
Albany or in that part of the coun- 
try (Albany, New York). Whether 
this company is in existence now, or 
when it went out of existence, I have 
no way of knowing. I think it must 
have been in existence at least be- 
tween 1850 and 1900, not much be- 
fore that time, and perhaps for long 
after. 


“I ‘want to get the names of the 


‘Deckers that were in this business 


and the address of them or anv of 


their descendants; or the name and 
address of some one who can put me 
in touch with these Deckers or-any of 
their descendants; or at least where 
the company’s factory was or where 
they carried on their business, and if 
not the city at least the county in 
which they lived and did business. 
“Can you help me out in this?” 


E. POWELL of Bellaire, Ohio, 
e writes: 

I am a reader of your Boor AND 
SHOE RECORDER weekly, and never 
miss the opportunity of its Fruitful 
contents. 

In the issue of Oct. 31, Relative to 
Feet—Do Your Duty, this is a very 
fruitful article, I am very much en- 
thused over it, and think it should 
not be confined to shoemen alone. 

It is written in accord with my 
store policy, and the fitters are edu- 
cated along this line when fitting 
shoes, and we are enjoying a real 
come back business. Customers usu- 
ally come back and ask for the same 
salesman who has fitted the cus- 
tomer in their last pair of shoes. 

I am going to ask a special favor 
and hope it is granted, as a good 
advertisement as well as education 
for the public to have their feet 
fitted and to be more considerate to 
the shoe salesman. 

Would like for you to send me the 
twenty (20) cuts, used as illustra- 
tions in Feet—Do Your Duty or have 
them made and I will pay for them, 
I want to write a full page ad on 
fitting of shoes, using them for my 
mailing lists and when wrapping 
packages at my store. 

I feel certain this would make a 
real Good Will Builder. 
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How It Can 


N pointing out the development 
of our distribution system. we 
have remarked and implied that 

the system is fundamentally sound. 
We have attempted to defend the 
present set-up against the attacks 
of outsiders who know little of what 
they are talking about. 

However, we cannot get around 
the fact that distribution costs are 
too high and that there may be a 
remedy for this situation. The trou- 
ble with most critics has been that 
they are trying to eliminate the tools 
of marketing rather than inefficient 
use of these tools. While we may 
say that the jobber is a necessity in 
the movement of certain classes of 
goods, we cannot necessarily say that 
he is performing this movement in 
the most efficient manner. And so 
with manufacturers and retailers. 

Herbert Hoover has been a leader 
in bringing to light the present weak- 
nesses and in suggesting remedies. 
In recent reports he has pointed out 
wastes in our marketing system that 
total millions of dollars annually. 
The Department of Commerce has 
just published the first of a series 
of market surveys, that on Philadel- 
phia, which it is hoped will be of 
service to distributors in making an 
effort to reach markets sanely. 

While the government has been 
attacking the problem of cutting dis- 
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By Albert W. Frey 


Assistant Professor of Marketing, 
Amos Truck School of Administra- 
tion and Finance, Hanover, New 
Hampshire 


tribution costs in a general way, 
many manufacturers, not enough, 
have been attempting to solve their 
own particular problems of expense 


reduction. They are beginning to 
see that san sales and advertising 
policies can be formulated only after 
a thorough study of the product, mar- 
ket and trade channels, bearing in 
mind always the manufacturing fi- 
nancial and administrative capacity 
of their plants. They have found out 
that sound merchandising means hav- 
ing the right product in the right 
amount in the right place at the 
right time and at the right price. 
In other words, study and analysis is 
the answer,—not guess work and 
hit-or-miss methods. 

Probably the greatest problem of 
the shoe manufacturer today is that 
of style——what is going to be the 
style, how long will it last, where 
will it take best, how much will peo- 
ple pay for it, and so on. No manu- 
facturer can figure this all out 
exactly, but he can get and is getting 
all the facts possible before he sets 
up his policy. He is doing every- 
thing possible to ascertain how he 
can operate at a profit. The more 
he can decrease his expenses of dis- 
tribution, the more attractive prices 
can he set and thus build up a big- 
ger volume of sales. 

Among the labors of manufac- 


turers toward this end have been: 

1. A study of the various methods 
of distribution with a view to seeing 
which gives maximum sales at least 
expense. 

2. The finding out of sectional dif- 
ferences in style, quantity, quality 
and price desired. 

8. The figuring of sales by sales- 
men, stores, sections and shoes in 
order to eliminate or strengthen 
those not making a profit. 

4. Standardization of the product 
wherever possible. 

5. More careful selection of deal- 
ers. 

6. Better coordination between the 
production and the sales depart- 
ments. 

7. Assistance to dealers in becom- 
ing better merchandisers. 

8. More careful use of advertising, 
including the selection of the best 
selling points and putting them in 
the most effective media at the proper 
time. 

9. An attempt to see that distribu- 
tion has been attained where adver- 
tising is creating demand. 

10. A general study and check-up 
of every distributing activity in 
order that all weak spots may be 
eliminated. 

The retail shoe merchant has by 
no means been idle all this time,— 
he couldn’t be and still remain in 
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business. He has found it necessary 
to know not only what he is doing 
but why he is doing it that way. 

In purchasing his stock he has 
learned that style, price, quantity and 
quality are all equally important. 
An order of shoes which is correct 
as to style, quantity and quality will 
not give a profit unless the price is 
right. 


HE merchant is studying the 

size of his market, its probable 
consumption for any period, what 
proportion he can hope to sell in the 
face of existing competition, the 
likes and dislikes of his customers 
in buying shoes, their purchasing 
power, their time of buying, and so 
on. From such a study, they know 
what to buy and when to buy it, en- 
abling them to increase their turn- 
over. They are keeping accurate ac- 
counts which allow them to ascertain 
what operations are profitable. 

Most of these activities on the 
part of manufacturers and retail 
merchants to decrease selling ex- 
pense and increase profits seem like 
A. B, C, and in truth they are. But 
the fact is that the necessity of 
applying these fundamentals did not 
arise until comparatively recently, 
and too many have been slow to make 
this application. 

There is a fund of information 
easily available to anyone who wishes 
to make use of it as an aid to proper 
marketing. Think of the valuable 
facts contained in the records of any 
manufacturer’s office and sales de- 
partment, or in the books of the 
merchant. And then there is the 
increasing amount of data being com- 


November 14, 1925 


piled by the government, libraries, has been a poor one for higher priced 
business schools, banks, trade papers shoes. It has been too expensive to 


and private research organizations. 


try and sell this market shoes of 


Plenty of information is at hand for the upper grade. But will this con- 


What You Should Do 


The author advises all mer- 
chants to do the following 
things: 

Study the size of your mar- 
ket, its probable consumption 
for any given period and what 
proportion you can houe to 
sell in the face of existing 
competition. 

Study the likes and dislikes 
of your customers in buying 
shoes, their time of buying 
and their purchasing power. 

This, he points out, will tell 
you what and when to buy; 
which, in turn, will enable you 
to increase your turnover. 


the person who really wants to get 
it. 


T must be borne in mind that the 
study and analysis of today’s 
situation will not determine a policy 
that is good forever; conditions are 
changing too rapidly. The job never 
ends. For example, manufacturers 


in general and small town merchants 
in the argicultural sections of the 
middle west and south have experi- 
enced that this particular market 


dition be true two months or a year 
from now? Further study alone will 
tell. 

To sum up, the best cure for high 
distribution costs is more time in 
the office and on the road and less 
on the golf links! 

That should be the program. 


S. Agoos Off for China 


Boston—S. Agoos, president of 
the Standard Kid Co., with Mrs. 
Agoos and daughter, left Boston on 
Nov. 3 for the Pacific Coast. On 
Nov. 14 they will sail from the 
Golden Gate on the S. S. President 
Taft for China, Japan and India, 
and will return, after a short tour 
of the Continent, about the first of 
May. This is a business and pleas- 
ure trip combined. 

On the Saturday before leaving 
his place of business, a “surprise 
party” in charge of Thomas Small, 
office manager and director, and 
Miss Sara E. Monahan took place. 
Mr. and Mrs. Agoos were presented 
by Miss Monakan with a very at- 
tractive gift. An entertainment 
took place and a collation was served. 
Everyone connected with the Boston 
store, from the elevator boy to the 
president himself, was present and 
voted the “get together” “the very 
best time ever.” To put it mildly, 
President Agoos is a very popular 
executive. 


Following the resolutions on the subject of guarantees as 
published in ‘our issue of October 3lst, a joint committee 


Complete Cooperation Offered by 
The Cedar Cliff Silk Company 


“After obtaining a clear understanding of our represen- 
tations the Cedar Cliff officials stated that they would be 


of merchants and manufacturers called on The Cedar Cliff 
Silk Company, and after discussing the trade practice of 
not guaranteeing any shoe materials to the wearing public 
an agreement was reached expressed in a suitable resolution. 

Edward S. Spengeman was extended the thanks of the 
trade for acceding to the committee’s wish without reserva- 
tion, because they had convinced him that such a move was 
for the general welfare of the trade. Here is what the 
committee reports: 

“As a Joint Committee from the National Boot and Shoe 
Manufacturers’ Association, and the National Shoe Retailers’ 
Association; we called on the executives of The Cedar Cliff 
Silk Company to inform them of the stand taken by our 
associations against the guaranteeing of shoe materials to 
the wearing public and to request them to adjust their 
selling and advertising program to conform thereto. 

“We found the Cedar Cliff officials very friendly and 
willng to discuss every detail of the matter in a reasonable, 
courteous way. 


glad to revise their position in the matter and work with 
our associations in whatever way it was deemed best for 
the welfare of the shoe industry. In doing so, they pointed 
out, they were sacrificing both a tactical advantage and a 
wonderful sales argument, but they had the best interests 
of the industry so greatly at heart that the sacrifice was 
made willingly and without reservation. 

“We take this occasion to thank The Cedar Cliff Silk 
Company for their open-mindednss in this matter, for the 
many courtesies accorded our Committee and for the assist- 
ance that they have given in bringing the entire proposition 
to a mutually satisfactory conclusion. 


(Signed) John Slater, Chairman, 
Percy E. Hart, 
John C. McKeon, 
George W. Baker, Jr., 
Albert N. Blake. 


New York, N. Y., November 4th, 1925. 
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Do You Know the Stitchdown? 


A Shoe Made with a Welt That Is Not a Welt Shoe—an Old Method 
of Making Footwear Improved by Modern Machinery 


have been named from some 

outstanding feature in the 
construction of the shoe, this, the 
“Stitchdown,” is so called for the 
reason that the shoe upper is not 
stretched around the last and tacked 
to the insole or outsole, but is turned 
out at the sole line and stitched 
down to the outsole. 

In principle, this method of mak- 
ing shoes is ancient; but it was sel- 
dom employed, owing to the difficulty 
encountered in satisfactorily lasting 
the shoe. 

It first became a real factor in . 
shoe production some _ twenty 
years ago, when it was employed in 
making the so-called “Barefoot San- 
dals” or “Scuffers” for children. 

The use of special machinery and 
improvement in the construction, 
notably the lasting machine, have 
now lifted the Stitchdown from the 
situation of doubt, which it for such 
a long period occupied, to the point 
where it is being employed in a con- 
stantly increasing range of produc- 
tion—principally in shoes of the 
smaller sizes. 

The Stitchdown supplies a special 
shoemaking instance in which ap- 
pearances are deceitful, for, like the 
welt shoe, it is perfectly smooth in- 
side and has a welt, yet has nothing 
of the characteristics of the Good- 
year welt shoe in its construction. 

As in the other types of shoes, 
there is first in its construction the 
last, which is the wooden form 
which determines the size and shape 
of the shoe. It does not have a steel 
bottom. 

To the bottom of the last is 
tacked an insole, a light piece of 
sole leather which has been cut to 
the exact size and shape of the bot- 
tom of the last. 

The shoe upper, which has been 
very carefully prepared by having 
the different parts forming it 
sewed together with the lining, 
stays, etc., required, and in such 
form that the seams come in exactly 
the required position on the last, is 
assembled as in other types of shoes. 

The shoe upper is put onto the last 
and the back seam properly located 


\ other methods of shoemaking 


wer 


(Fourth of a Series) 


SHOE UPPER 


STITCH 
SEPARATIONS 


SHOE UPPER TURNED OuT 
AND STAPLED To MIDDLSOL 
SHOE LINING TURNED IN ANO 
CEMENTED TO INSOLE 


en 
MIOOLESOLE a\e 
: OuTSOLE 


\ —SSLASTING STAPLE 


LOCKSTITCH UNITING OUTSOLE, 
MIDOLE SOLE, SHOE UPPER 
AND WELT. 


in position. It is then pulled over 
so that the forepart of the shoe is 
in exactly the required position on 
the last. 

In making this type of shoe the 
lining is drawn tightly around the 
last and is cemented to the outer 
surface of the insole. After this 
has been done a second sole—known 
as the “middle” sole—made from a 
light piece of sole leather cut to a 
shape which allows for the extension 
on the edges, is tacked in place. 


¢ r~ lasting is then done by a spe- 
cial machine by which the shoe 
upper is drawn to the edge of the 
last and, at the point where the 
middle sole extends beyond the edge, 
is there held securely by means of 
small wire staples which are in- 
genuously clenched in the between 
substance of the sole leather. 

The heavier outsole is then laid. 
It conforms in size and shape to the 
middle sole, previously laid. The 
outsole, middle sole and shoe upper 
are then united with a welt, which 
is sewed over the surface of the 
shoe upper as it appears when look- 
ing down on the shoe. 

This welt serves to raise the edge 
of the shoe up to the same level as 
the inner surface of the insole, and 
gives greater security to the shoe 


upper through the adding of this 
heavier piece of leather above it. 

If it were not for the welt, the 
shoe upper, made of the lighter 
leathers, might readily pull away 
under the strain. 

After this has been done, the 
shoe is rounded, the heel is added 
and all the various operations re- 
quired in completing the shoe are 
carried out. 

As in appearance this shoe imi- 

tates very closely a welt shoe, hav- 

ing as it does the smooth inside 
and a welt showing along the edge of 
the shoe, it can best be identified by 
pushing the leather back toward the 
inside of the shoe. If there is the 
straight edge of a welt showing at 
this point, the nature of the shoe 
can be determined; for, in a Good- 
year welt shoe, the welt goes under- 
neath the edge and is sewed to the 
insole at the same time the. shoe 
upper and lining are sewed. In a 
Stitchdown, the welt does not go 
under the last but is just a straight- 
edged strip of leather sewed along 
the side. 


Shields Selling Out 


OCHESTER—Shields Boot 

Shop of 9 East Avenue is hold- 
ing a “Closing-Out Sale” and Cleon 
E. Shields, proprietor, will retire 
from the shoe business as soon as 
the present stock is sold. 

The Shields Boot Shop was estab- 
lished nine years ago as Shields and 
Low. At the end of the first year 
Mr. Low retired from the business 
and firm name was changed to 
Shields Boot Shop. For a number 
of years this firm featured the Stet- 
son shoe for both men and women. 

The decision to retire from the 
shoe business is due to Mr. Shields 
inability to secure a new lease in 
the present store as the property has 
been sold and the entire building will 
be remodeled. Prices during the sale 
range from $1, $1.65 and $2.65 for 
bargain table merchandise to $3.65, 
$4.65 and $5.65 for high grade men’s 
and women’s footwear that formerly 
sold up to $10. 
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‘Crop and General Conditions Map 


As of October 15, 1925 


Business Bulletin 
LASALLE EXTENSION UNIVERSITY . 


This is the original Douglas Condition Map, in use over thirty years for business purposes. The “Very Good” and 


the “Good” spots now far outnumber the “Fair” 


spots, which are largely confi 


to the soft-coal fields and those 


few agricultural sections where there was insufficient rainfall 


Sound Basis for Good Business 


by Archer Wall Douglas 


of La Salle Extension University, Chicago 


T= Condition Map indicates 
clearly that “general condi- 
tions” in the United States are 
made up of a great number of local 
conditions, with some sharp differ- 
ences in adjacent territories. The 
darker spots in agricultural sections 
are due to lack of rainfall during 
the crop-growing seasons; while the 
dark spots appearing in the section 
from southern Illinois eastward to 
Pennsylvania, inclusive, are chiefly 
caused by coal mining troubles. 

The “Very Good” and “Good” 
spots on the map far outnumber the 
“Fair.” Both business conditions 
and collections will improve as 
farmers sell their crops and hurl 
more and more of their purchasing 
power into hundreds of markets. 

Sentiment is very optimistic in 
the greater portion of the corn and 
cotton belts. Farming, as a whole, 
is in better shape, and the farmers 
are more hopeful than at any time 
since 1922. The livestock industry 
is definitely headed for more pros- 


perous days after having been down, 
but not out, for several years. The 
South is on the eve of a great in- 
dustrial development. 

The outlook for the immediate 
future in each locality. or section is 
largely controlled by conditions in 
that particular locality or section; 
but, on the whole, the expectation of 
better times is both widespread and 
confident. Industrial activities in 
general are increasing. There are 
relatively much fewer dark spots on 
the map than at any time since early 
in 1920. 

There is a nation-wide desire of 
the farmer to pay up his debts and 
“get on his feet again.” It is, in- 
deed, the most significant indication 
of the present financial strength of 
agriculture. There is also a grow- 
ing custom among retail merchants 
in country districts to tighten up 
on their credits and more and more 
to insist on strictly cash transac- 
tions. 

While there are some sharp varia- 


tions in conditions as between dif- 
ferent localities, the sum of all the 
reports is that business conditions 
are generally good throughout most 
of the country. There is wide- 
spread confidence that the trend of 
business activity during the imme- 
diate future will continue upward. 

The successful outcome of some 
of the crops can be traced to the 
ingenuity and resourcefulness of the 
Pacific Coast growers, who have 
chosen to cultivate such agricultural 
products as are not only suited to 
the soil and climate, but can be 
readily disposed of in markets from 
two to three thousand miles away. 

The outstanding feature in the 
South is a large cotton crop, esti- 
mated by the Government to be 
14,759,000 bales—the greatest crop 
since 1916, and nearly 1,000,000 
bales more than last year. 

All the Southern States, with the 
exception or Texas and Arizona, 
have greater yields indicated than 
in 1924—this in the face of a record- 


[CONTINUED ON PAGE 88] 
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The Greatest Evening Slipper Season Ahead 
Featured in Next Week’s Issue 


(1) Just how far can you go with “jewels of the feet.”’ 


(2) On with the dance—tomorrow, let’s buy new slippers. 


(3) How to dye satin and brocades any tint, and make a small 
stock cover every possible demand. 


(4) What is the test of fit-ability of pumps? 
(5) Pumps defined—operas, regents, D’orsays and gore control. 


(6) Ornamentation drops from bobbed head to footwear — a 
profitable reason why. 


This half-dozen features alone set you profit-wise for 
December, January and February. 


| 
Read—‘‘Financing a Shoe Store,” if you want to know dollars | 
and sense. Read the great topic “Distribution” for it | 

| 

| 


gives the independent merchant a placein thesun. Read 
‘How They Formed the Leadburg Retail Shoe Associa- 
tion,” if you are keen on making a profit on rubbers, etc. 
Read of the window scandal, ‘‘Say, Bill, Who Is the Jane 
Back of the Screen in Your Window?"’—give the | 
Recorder an hour next week for the good it will do you. | 
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GREA 


Pageant 
of 
Footwear 
Fashions 


January 4-5-6 
Hotel Statler 


Plan to Come to St. Louis January 4-5-6 


Then join us on our two special trains to Chicago, Wednesday, January 6, 
where we go to take part in the National Shoe Retailers’ Convention, 
January 7-8-9. For full particulars write F. A. Mahler, Secretary-Treasurer, 
St. Louis Shoe Manufacturers and Wholesalers Association, Leather Trades 


Building, St. Louis, Mo. 


MEMBERS 


Boyd-Welsh Shoe Co. McElroy-Sloan Shoe Co. 
Brauer Bros. Shoe Co. John Meier Shoe Co. 

Brown Shoe Co. The Moore Shoe Co. 

Capitol Shoemakers, Inc. Pedigo-Weber Shoe Co. 
Central Shoe Co. Peters Shoe Co. 

Creel, Mauldin & Chambers, Inc. Roberts, Johnson & Rand Shoe Co. 
Friedman-Shelby Shoe Co. Samuels Shoe Co. 
Hamilton-Brown Shoe Co. Shoe Specialty Mfg. Co. 
Johansen Bros. Shoe Co. - Tweedie Footwear Corporation 
Johnson, Stephens & Shinkle Shoe Co. United Shoe Mfg. Co. 

W. H. Lampe Shoe Co. Vinsonhaler Shoe Mfg. Co. 


When writing to advertisers please mention Boot anp SHor Recorper 
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CENTER 
«lf Of Course You Are Coming! 


HE SECOND ANNUAL SHOE STYLE PAGEANT 
ar January 4-5-6, at Hotel Statler’in St. Louis will witness 

the assembling of shoe merchants and shoe buyers from all 
NS parts of the United States. 


5-6 | 
ler Here under one roof will be displayed, for your approval, 
samples from twenty-five of St. Louis’ leading shoe houses. 
Each line shown will be complete with the last word in 
assured shoe modes for Spring selling. 


It is the purpose of St. Louis Shoe Manufacturers and 
Wholesalers Association to show such 
styles as will assure merchants that half 
their work toward bigger sales in Spring 
1926 will have been accomplished when 
they make their selections from the lines 
displayed at Hotel Statler. 


Make Hotel Reservation 
Today! 


Write F. A. Mahler, Sec’y- 
Treas., St. Louis Shoe Mant- 
facturers and Wholesalers Asso-: 
ciation, Leather Trades Building, 
St. Louis, Mo. 


The Program 
will be both 


Educational 
and 


Entertaining 


Thirty-six live models 
beautifully gowned will 
display the newest 

0. Shoe Styles. Between 
each of the four style 
reviews clever vaude- 
ville entertainers will 
amuse you. 


When writing to advertisers please mention Boot and Suozk REcORDER 
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American Interlocking Shoe Store Chairs 


) 
) 
) 


No. 6035 
‘A beautiful decora- 
tive treatment that 


ge ble chair, with deep 

spring seat, any cover- 


North Shore Bootery, Evanston, Ill. . 


People seek up-to-date merchandise 
in stores which look up-to-date | great 


DY, unshined shoes may still be good serviceable shoes —but they features 
don’t look it. Nor does an old fashioned, unattractive store reflect prog- Greater seating, capacity— 


ress, smart merchandise, and good values, Like unshined shoes — unadorned 
stores hide their true worth. 
For fifteen years we have specialized in manufacturing the one factor of greatest 
importance in adding distinction to shoe stores—American Interlocking Shoe 
Store Chairs. For, beyond their utility, their greater service and longer life, is Cucith demain te Shits 
a beauty of line and finish that suggests careful store management, adds an air 15 years of experience sf 
.of prosperity to the store, invites more and better trade, and builds customer 
confidence. 


A Free Service to Improve Your Store 


Thousands of leading stores throughout the country are equipped with American 
Interlocking Shoe Store Chairs. And in these installations we have gathered 
many important facts regarding shoe store seating. Today our engineers and 
draftsmen offer you their experience free. With no obligation on your part 
they will gladly suggest an arrangement of chairs to enable you to serve more 
customers, with greater speed and convenience, and at the same time add | 
greatly to the decorative effect. Write to our Shoe Store Service Department. 


Their counsel and assistance is yours for the asking. 


Seating 


1016 Lytton Building Chicago, Illinois 


NEW YORK: Room 601, 119 W. mao Room 703, 1211 Chestnut St. 
BOSTON: Room 302, 69 Canal St. 


This Booklet— 
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You can handle 


rubber rush 
half the time 


TAKE the guess work out of rubber buy- 
ing. Make profits certain—and cut-out 
losses. 

Lastics will do this. Lastics are univer- 
sal fitting rubbers—the flexible sole auto- 
matically conforming to the shape of the 
shoe—one pair fitting a wide variety of 


With Lastics, you can handle arubber - 
rush in half the time it takes with old style 
rubbers. Your stocks are alwaysclean—no 
oddsand ends leftover—and nocustomers 
turned away becausethey cannot be fitted. 


Clerks seldom pick the wrong rubber— 
just one try-on—a pleased customer—and 
no soiled rubbers to put back into stock. 


And when 
styles change 
“no odds and 


BETTER RUBBER PRODUCTS SINCE 


RUBBER BOOTS AND SHOES—ARCTICS—CANVAS SHOES—ATHLETIC SHOES—HEELS AND SOLES—RUBBER SPECIALTIES—TIRES AND TUBES 


~ 


When writing to advertisers please mention Boot anv Saoz Reconper 
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Rugged | Service : 


Extreme Comfort | Proper Ventilation 


“THE LEATHER THAT 
SELLS MORE SHOES” 


We have adopted this slogan,’*The given them upon the fathers and 
Leather That Sells More Shoes,” mothers. 
not because it reads well but be- As the frst OS Ee ae pecially 


cause it states a fact. for children's shoes it has won, and 
continue to win, more and 
Thousands of stores know how more sales for those who call for 


strong a hold SPORT WILO has its use in their orders. 


COFFEE and LIGHT SMOKE 


In Solid Colors and Combinations 


Will Be Your Best Sellers For Next Season 


SPORT WILO COLORS INCLUDE 


Coffee Camel Smoke Red 
Light Smoke White Blue 
Dark Smoke Black Green 
Log Cabin Olive Silver Gray 
Tangerine Chocolate Dark Gray 
Almond Beige Pearl 


WHICH ARE CARRIED IN STOCK 


C. D. KEPNER LEATHER CO. 


139 South Street, Boston, Mass. 


—BRANCHES— 


231 West Lake Street, Chicago, Ill. 308 Leather Trades Bldg., St. Louis, Mo. 
10 Spruce Street, New York 200 Davis St., San Francisco, Cal. 


When writing to advertisers please mention Boot anp RecorDer 
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“SHOES IN STOCK 
READY TO SHIP 


MR. MERCHANT: 


Are you taking advantage of our in stock de- 
partment where 12 styles of men’s fine welts 
are carried in stock for quick delivery? 


If not, why not? 


Here are two of our smart, fast-moving young 
men’s 


“THE BERWICK” 
No. 171 


Lace Oxford in a Rich Shade of Tan Calf. 
A, B, C and D widths Price $5.50 


“The Berwick” is also carried in a black imported box calf 
lace oxford. A, B, C and D widths. Price $5.50 


IF YOU HAVEN'T RECEIVED OUR NEW STOCK CATALOGUE 
SEND FOR A COPY 


HOWARD & FOSTER CO. 


Address All Communications to the Factory 
BROCKTON, MASS. 


When writing to advertisers please mention Boot anv SuHox Recorper 
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Boru as a retailer and a wearer 
of shoes, you know that there is 
a vast difference between the 
shoes of ten to fifteen years ago 
and the shoes of today. 

Endicott-Johnson have had a 
conspicuous part in this prog- 
ress. Many improvements in 
leather tanning and shoemaking 
have originated with Endicott- 
Jchnson. 

The stiff, heavy leathers pro- 
duced by old-fashioned tanning 
methods cannot compare with 


the lighter, more supple—yet _ 


stronger—leathers produced by 
the modern Endicott-Johnson 
processes. The old-fashioned 
types, ill-fitting lasts and unat- 
tractive styles of years ago offer 
sorry contrast to the scientific 
designs, comfortable shapes, 
good looks and long-wearing 


Boys’ and girls’ shoes of the Endicott-Johnson 

line are now being widely advertised through 

a national campaign unique in advertising 

practice. It is one of the direct, tangible evi- 

dences of how we co-operate with those who 
sell Endicott-Johnson shoes. 


Thirty-five years have taught us a lot 
about making shoes 


qualities of the new Endicott- 
Johnson line. 

But most interesting of all are 
the unusual values made possible 
by the Endicott-Johnson system 
of manufacture. We have our 
own tanneries—among the larg- 
est in the world. We use the 
best methods and machinery 
known to the industry. We buy 
all our materials direct and in 
huge quantities. We eliminate 
unnecessary costs between raw 
hide and finished product. Our 
plants are concentrated. We 
have high efficiency; strict stand- 
ards of workmanship. We give 
particular attention to style. We 
do make “Better shoes for less 
money.” 

All of which means sound, 
profitable and growing business 
for the retailers who sell them. 


Better s 


Jersey City, N. J. 


Endicott, N. Y: 


Complete stocks carried in warehouses in 
the above cities to make quick deliveries 


hoes for less money 


St. Louis, Mo. 
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SHOE TRAVELER NEWS 


Conducted by Helen M. Haney, Associate Editor 


Style Conference 


HE active participation of the 

"N.S. T. A. styles committee in 

the deliberations of the Joint 
Styles..Committees conference, re- 
cently held in New York, showed 
real cooperation. For some weeks 
prior to the “get-together” ques- 
tionnaires had been sent to various 
N. S. T. A. members and the request 
made to submit reports on the men’s, 
women’s, and children’s shoe style 
situation as they found same. These 
reports were incorporated in the 
style forecast for the coming six 
months. Frank B. King, N.S. T. A. 
Style Committee Chairman, outlined 
a plan on “Shoes to Wear for the 
Occasion,” with particular reference 
to women’s shoes. Horace Barnes 
submitted a report on shoes for the 
young folks, from the little tots, right 
through the growing girls’ types and 
shoes for the growing boy. The re- 
port on men’s shoes, made by Treas- 
urer Dave Davis and Honorary 
President Waldo M. Oakman, empha- 
sized the “lighter weight” idea for 
spring, 
weight clothing. Prominent men- 
tion was made of the suggestion that 
the well dressed man should have in 
his wardrobe not less than 18 pairs 
of shoes,-with six dozen pairs of 
socks. 


Delegates a “Live Wire” Bunch 


Frank Harrison, Past President of 
the Shoe Travelers’ Association of 
Chicago, wrote a report for the con- 
ference on women’s shoe styles; while 
P. J. Watson, “Lew Hart” of New 
York, and Secretary T. A. Delany 
of Boston, gave reports and predic- 
tions on the general shoe style situa- 
tion. 

Truly, the N. S. T. A. delegates 
to the footwear fashion meet were 
all “live wires,” made a fine repre- 
sentative showing and proved that 
they had the matter under delibera- 
tion well in hand. 


to conform with lighter . 


President James L. Scanion might 
well be proud of his “bunch of boys.” 
They were in splendid accord with 
his thoughts so well expressed in the 


‘following signed editorial-of the first 


issue of the 1925 National Shoe 
Traveler. 

“Since the formation. of the Na- 
tional Shoe Travelers’ Association, 
there have been keen, far visioned 
men who saw that one of the prim- 
ary duties of the leaders was to work 
for the proper recognition of the shoe 
traveler in the important place he 
holds in the distribution of footwear. 
By means of straight, intelligent 
thinking and absolute sincerity of 
purpose these men now see the fruits 
of their labor realized. 

“The year 1925 brings with it, not 
only recognition of the importance 


Paul Lippincott is Philadelphia 


representative for Dixon-Bartlett 
Co. and ident of the Phila- 
delphia Shoe Travelers’ Associa- 
tion. Mr. Lippincott is manager 
of the winning “Philly” bowling 
team of shoe travelers who are 
members of the Manufacturers’ 
League of “The Quaker Town” 


of the shoe traveler, but the earn. 
conviction of the other branches of 
the industry that the National Shoe 
Travelers’ Association should be ac- 
tively and openly fostered. The 
recognition of the National Shoe 
Travelers’ Association by other 
branches of the shoe industry entails 
a duty upon us that we must meet 
in a competent manner. It is the 
duty that we so conduct our business 
and educate ourselves in our profes- 
sion as to fully merit the recognition 
accorded. 

As an association, this merit has 
been attained, else recognition would 
not have been forthcoming. But an 
association is a group of individuals 
and upon the individuals rests the 
duty of meriting the honor won by 
the association. 


“Philly” Leads in Bowling 


The Philadelphia Shoe Travelers 
Association has a bowling team 
again this year. This has been one 
of the big social and sociable events 
of the traveling man’s leisure 
moments. For the past two seasons, 
the P. S. T. A. have had their bowl- 
ing team entered in the Manufac- 
turers’ League of Philadelphia. 
Games are “rolled off” every Friday 


night during the winter months. 


The Philadelphia boys are “going 
fast” at this time and are leading the 
League, having won nine games and 
lost but three. Frank Straub is 
Captain. Paul Lippincott is manager 
of this year’s team. Other members 
are—I. Frank Oberfield, known as 
“Long Headed” Oberfield, and N. S. 
T. A. Membership Chairman. Frank 
Oberfield is a very steady bowler and 
is “lead-off’ man. John Fleming, 
Herb Brandauer, and Newt Comp- 
ton are all “champs,” while Ralph 
Starkey holds down the important 
place of anchor man. 
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footwear. 


L & A clever, fashionable. styles attract women to your store 
—and stimulate business. Prices are in the popular retail range 
of $6.50 to $8.50—right where the large business exists in 


Good News Is Stimulating 


Good News is always refreshing—stimulating. And this is 
especially true of the Good News of Lape & Adler smart 


every community. 


An.L & A salesman is in your territory now. Look for him. 
You will welcome the Good News message he has for you. 


THE LAPE & ADLER CO. 


When writing to advertisers please mention Boot ann Suor REcoRDER 


Makers of “The L & A Shoe” 
COLUMBUS, OHIO 
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Couriers of “Good News in Shoes” sae 

Dunbar Archer 
. J. Coens 

R. C. Crocker 

Ray Glascock 

Paul J. Lee 
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Herbert L. Lape, Jr. 
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John E. 


John E. O’Brien, who covers the 

South from Baltimore, includi 

“The Lone Star State,” for Poo 
& Johnston, Inc. 


O’Brien with Poole & 
Johnston 
John E. O’Brien, one of the best 


‘known and most popular traveling 


men in the trade, is now associated 
with Poole & Johnston, Inc. of Brock- 
ton. Beginning at Baltimore, John 
is covering the South including 


‘Texas. He is now out with a com- 


plete line of the P & J men’s welts. 
is known everywhere as 
“The Silver Tongued Orator of the 
N. S. T. A. He is Honorary Presi- 
dent of the National Shoe Travelers’ 
Association, serving as its official 
head in the early days of this or- 
ganization. 


McGinnis on Trip 

Lloyd McGinnis is now in his terri- 
tory with the lines of the Bradley 
Shoe Co., and that of Hazen B. Good- 
rich & Co. he travels the Middle 
‘West. He is especially wel! equipped 
to carry this line, having covered the 
territory for many years past. He 
has a big following and makes his 
business calls also of a social nature, 
having a host of friends and cus- 
tomers in this section of the country. 


Burcher with Heim & 
Doremus 
J. Henry Burcher travels the 


‘Southland for Heim & Doremus, Inc. 
‘Mr. Burcher has a wide circle of 


friends in “Dixieland.” 


nlon, president 
the National Shoe Trav- 
ers’ Association. He is 
Philadelphia city salesman 
for Lunn & Sweet, Inc. 


The Traveler ““Meas- 
ures Up” 
By James L. Scanlon, Pres. 


The shoe traveler occupies a 
responsible position. He is the 
point of contact between manu- 
facturer and retail merchant. 
In many cases, he is the only 
standard by which a retail 
merchant can judge of his 
factory. He should strive by 
every manner of means to cor- 
rectly mirror the efficiency, 
honor and probity of his em- 
ployer. 

The shoe traveler is not im- 
mune from the maxim that you 
cannot stand still. He must 
adapt himself to the progress 
which industry has made in 
the past few years. He must 
gird himself by study and 
knowledge to remain on an 
equal with the growth of re- 
tailing as it is practised today. 
Much talk is heard about the 
new era of distribution that 
we are facing. Mass distribu- 
tion seems to be the charac- 
teristic of the age. It is use- 
less, perhaps undesirable, to 
strive to stay its progress. We, 
as travelers, must measure up 
to the occasion. No associa- 
tion can accomplish this in 
toto. It can aid and assist the 
shoe travelers by its dissemi- 
nation of information and 
education, but it rests with 
the individuals and the indi- 
viduals alone to merit a place 
in the new world of distribu- 
tion. 

Let us recognize that by 
whole-hearted interest in the 
welfare of our employers and 
retail merchants, alone, lies 
our greatest benefit. 


Completes His Trip 


Milton Dodge, of Dodge Bros., 
Newburyport, is back at the factory 
after a month on the road. 


I. Frank Oberfield, N. S. A. 

membership chairman and “lead. 

off” man on “Philly’s” winning 
shoe bowling team 


“Oakey” on Trip 


Waldo M. Oakman, one of the hon- 
orary presidents of the N. S. T. A., 
left the “Beacon” shoe Manchester 
factory recently for a long trip 
through his territory, calling en the 
men’s specialty trade from Chicago 
south, working up toward the Pa- 
cific Coast and back East. He has 
with him a wonderful line of shoes 
for early spring, as well as those 
for immediate demand. “Oakey” is 
“always on the job,” whether it is 
near home or in the Far West. He 
travels for the F. M. Hoyt Shoe Co. 
His recommendations in men’s shoes, 
“style-wise,” were of great help to 
the Joint Styles Conference. “Oakey” 
hails from Daniel Webster’s old 
home in Massachusetts, Marshfield 
Hills, to which he will return in time 
to eat Christmas dinner. 


Some “Who’s Whos” of 
Joint Styles Conference 


Among the members of the N. S. 
T. A. who “sat in” at the recent 
Joint Styles Conference in New 
York were the following: Chairman 
Frank B. King, the originator of 
the slogan “Shoes for the Occasion.” 
Mr. King has spent many years of 
his life observing the style trend in 
shoes and its adaptation to the ap- 
parel mode, during his profession 
as shoe traveler. He is an honorary 
president of N. S. T. A. and a mem- 
ber of the firm of William Gold- 
stein, Inc., New York City, manu- 
facturers of women’s fine shoes. 
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Arch Relief Model 
No. 8214—The Maramor 


All Black Kidskin four strap model, moulded over 
a modish medium toe last. The last is No. 157. 
The heel 14/8 with rubber -... Widths was to. 
D; Sizes up to 10. Price $5.25 : 


Arch Relief Model q 
No. 8215—The Maramor 


Same as above. All Patent Leather. Price $5.00 


COLUMBUS,OHIO 


Chicago Office: 211 Security Building 
189 W. Madison Street, Frank J. Drufke 


RELIEF SHOES 


“Comfort in Beautiful Footwear” 
8 New Stock Numbers 
Ready to Ship—Now 


Arch Relief Model Arch Relief Model Arch Relief Model 


j No. 6011—The Ma 1 No. 8222—The Majestic No. The Marion 
All Black Kidskin two strap model, moulded All Black Kidskin three button desi ign moulded 
All Black Kidskin oxford, moulded over a over &@ modish medium toe last. The last is No. the Marvel last, No. heel is 
~ last 157; The heel 14/8 with rubber top. 12/8 with rubber top. AAA-D; Sizes 
Widths, AAA-E: Sises up to 10.. Price $4.96 AAA to D; Sizes up to 10.....Price $5. Up to 10. seeeceeeeecees++Price $5.00 
: Arch Relief Model Arch Relief Model 
t Arch Relief Model No. 8224—The Majestic No. 8221—The Marion 
No. 6010—The Marvel Same as above. All Patent Leather. Same as above. All Patent Leather. 


Same as above. All Brown kid. Price @5.85 Price 


SESE 
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Harry D. Hamilton, who will 
“style” and sell the Interstate 


Shoe Co.’s line 
“Harry” Hamilton with 
Interstate 


Harry D. Hamilton has recently 
joined the sales and style “outfit” of 
the Interstate Shoe Co. of Manches- 
ter, N. H. He will devote all of his 
time to the styling and selling of the 
juvenile shoes of which Interstate 
makes so many. With Mr. Hamil- 
ton’s broad experience and wide 
circle of friends, a bright future for 
him with interstate is predicted. 


Hugh Doyle on Trip 

Hugh Doyle, who covers Pennsyl- 
vania, Eastern Ohio, Maryland and 
Virginia, for the Watson Shoe Co. 
recently “ran back” to Boston to get 
some of the new Watson creations 
for presentation to his trade. He is 
now in his territory again and is 
“Pushing ’em along fast.” 


Thomas Returns 


Harry Thomas, of Lowell, Thomas 
Corporation, a new concern at New- 
buryport, Mass., has returned from 
his first selling trip among big cities. 


Converse Salesmen on 
Trips 

The Converse Rubber Shoe Co.’s 
salesmen are now covering their ter- 
ritories. There are some new men 
on the force, and two young men— 
George Ducette, Jr., and Joe De- 
laney, with territories in New York 
and Pennsylvania, who have just 
“graduated” from the factory and 
are now well versed in all of the 
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Baxter Advises in 
re Hotels 


J. D. Baxter, Chairman of 
the N. S. T. A. Hotel Commit- 
tee, sends through the RE- 
CORDER’Ss Shoe Traveler De- 
partment the following notice 
to shoe travelers: 

Hotels will not hold reserva- 
tions after 7 p. m. unless so 
stated in their request for 
these reservations. All rooms 
held by hotels after 8 p. m. 
will be charged for at the rate 
of another day. Hotels are 
justified in posting this notice. 
I ask that the shoe travelers of 
the N. S. T. A. conform to this 
rule. 

(Signed) J. D. BAXTER, 

Chairman, 


Hotel Committee, N. S. T. A. 


John D. Baxter of New York, 
chairman of the N. S. T. A. Ho- 
tel Committee. He travels Greater 
New York, New York State, New 
Jersey, part of Pennsylvania and 
three large cities of New Eng- 
land, with the women’s conserva- 
tive line of P. Smith Shoe 
0. 


making points which merchants 
sometimes like to pass on to their 
customers for general information 
as to the wear and care of rubber 
shoes. 

There are 27 Converse Rubber 
Shoe Co. salesmen, who travel out 
from the Boston office, covering 
everything east of Pittsburgh; the 
New York office covers Greater New 
York and the South, including Phila- 
delphia territory, with 12 men; 


Chicago, through to the Coast, is 
covered with 30 men. 


The Converse “Bunch” 


Here are some of “the bunch:” 
John G. Dunn, formerly represent- 
ing Condon Bros. of Brockton—in 
New England—Mr. Dunn will cover 
western Massachusetts; Archie 
Keefe, formerly with the Walsh, 
Arch Preserver Shop, will cover 
western New York State. Previous 
to his retail connection, Mr. Keefe 
was with Hurd & Fitzgerald, Utica. 
Laban H. Barnes is Boston (City) 
salesman; Bernard J. Bornes covers 
southern New Hampshire and Cape 
Ann territory; Joseph Brillon, 
Frank W. Carrigan, M. J. McDon- 
ough, R. S. MacLean, J. E. Wood- 
ward, H. R. Miller, Pennsylvania; 
A. R. Brillon, New York, also 
southern Connecticut; B. Ennis, Jr., 
salesman assisting Mr. Brillon, also 
E. L. Lamb, Archie Keefe, R. A. 
Lamphere, and M. J. Williams; 
Walter T. Davis, Connecticut; R. S. 
Morse, Vermont; C. M. Sewall, New 
Hampshire; Joe Stewart, Maine; A. 
B. Stoddard; D. L. Folsom, Fred J. 
Moynihan, Harry Tait, Massachu- 
setts; basketball representative, in 
New England, New York and Penn- 
sylvania, F. W. Johnson—Mr. John- 
son works closely with the merchant 
in the promotion of the sales of 
basket ball shoes—he is an old bas- 
ketball player expert and a very 
successful salesman. 

The Boston branch manager is 
John E. Folan; the New York man- 
ager, Jack Allard; the Chicago 
manager, Morton L. Paterson; the 
Philadelphia manager, Mr. Koch. 


Laban H. Barnes. He covers Bos- 
ton and territory formerly cov- 


ered by John E. Folan, Boston 
Branch manager of the Converse 
Rubber Shoe Co. He is introduc- 
ing a new “flapper” overshoe to 
the trade with much success 
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Style 2—-6089 


heavy black composi- 
tion sole, one piece 
vamp, stitched moc- 
casin style, 
rubber 
s t o rmproof 
casing up to 
heel. Good- 


year welt. 
Boys’— 

to 54% 
$2.75 

en s— 

6 to 
$3.25 


Style 7—6089 
Black Elk Safety Shoe 
with a box toe that 
withstands 200 pounds 
pressure, heavy black 
composition sole, 
leather stormwelt. 
Every pair guaranteed. 
Ul $3.50 
(Same style in 


tan nichrome. 


umber 
7-5189) 


Style 12—3059 
Gunmetal Calfskin 
dress oxford, leather 
stormwelt, best bend 


oak soles and counters. 


oe ee $4.25 
(Same style in 
tan ca 
Number 
1 2- 1 059) 


Black Elk Work Shoe, 


ROSENWASSER BROS., Inc., Long Island City, N. Y. 


Style 10—6089 
Black Elk Work Shoe, 
heavy black composi- 
tion sole, one piece 
vamp stitched moc- 
casin style, leather 
stormproof welt all 
around. 
Sizes 5 to 11 $3.35 


Same style in 
a 10-inch 
boot. 
Number 
25-6027 
$4.50 


Style 6—6027 

16 inch Boot, Black 
Elk—heavy black 
composition sole, 
stitched moccasin style, 
stormproof rubber cas- 
ing,—Elk gusset 
sewed all the way up. 
Sizes 5 to 11. 


$6.00 


Style 6—6089 
Black Elk Work Shoe, 
heavy black composi- 
tion sole, two piece 
vamp moccasin insert, 
rubber storm- 
proof casing. 
Sizes 5 to II. 


$350 


== VALUE 


GOODYEAR WELT 


HOES 


ORDER YOUR REQUIREMENTS TODAY! 


ROSENWASSER BROS., Inc. 


Long Island City, N. Y. 


When writing to advertisers please mention Boot anp SHor Recorper 
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~ Retail Trade Generally Holding 
Reported Gains 


75 


Cooler Weather Brings Increased Demand for Oxford Types But 
Pumps Are Still Good and One-Straps in Evening 
Footwear—Men’s Business Gains Slowly 


CHICAGO 
Fancy Oxfords Pushed 


There has been something of a 
slackening in the demand for foot- 
wear of all sorts in the Chicago 
district in the past week and stocks 
are not moving with the same speed 
they did in the earlier part of Oc- 
tober. Probably the return of fair 
skies and warm autumn days is 
responsible. Right now the most 
featured footwear is the tongue- 
less oxford with four and five eye- 
lets and fluted sides. These with 
ribbon and cord ties are to be 
found among the “latest arrivals” 
in almost every store regardless of 
the grade carried and, like all the 
fall footwear, they run the whole 
color range from black and lighter 
tans to grey, beige, champagne, and 
blonde kid with cocoa brown used 
extensively as trimming leathers 
and, in some cases, making up the 
body of the shoe. There has been 
some tendency toward the darker 
shades, too, particularly along 
with the demand for the rose taupe 
hosiery and this has again swung 
darker browns in the kidskins and 
black calf and patent as well as 
satins into the open field. 


Pump and gore effects are show- 
ing little evidence of diminishing 
call and almost ever possible and 
conceivable design seems to have 
been worked out by the designers. 

The vogue of ornamentation 
seems to grow with every passing 
week and buyers are combing the 
markets for the new and novel in 
these accessories. The sales on 
these items are reaching some un- 
expected figures. Buckles up to 
$15.00 find ready buyers and it is 
not at all unusual to see $4.00 
buckles sold with $8.00 footwear. 
Even the lower priced stores have 
found considerable volume in’ the 
very low priced decorations and 
women with slender purses are 
demanding footwear accessories 


that follow the mode set by her 
more fortunate sisters. 

Evening footwear evidently will 
run to colorful effects and to highly 
brocaded and patterned lines. Colored 
kids in almost every pastel shade 
are seen. Elaborate gold and 
silver brocaded models—some in 
rainbow coloring effects are shown 
and stores report many sales. The 
reigning pattern in the evening 
models seems to be the strap pump. 
Among the younger set, however, 
the pump is still the best seller. 
With these slippers the pastel 
shades of hosiery are being sold, 
nude heliotrope, soft grey chiffons, 
rose, primrose and the like and 
they are being sold in pretty fair 
quantity. 

The men’s business continues to 
be “just average.” No particular 
activity is being shown nor any 
decided preference for anything 
save the medium wide toe models 
in tans. A little darker shade of 
tan right now is being favored over 
the yellower shades but this call 
swings back and forth with each 
weeks’ selling. Heavy grain 
leathers are moving—but not rush- 
ing. The stormwelted oxfords, so 
popular last year—do not seem to 
have improved over the summer 
season and as yet the demand has 
been slight. Men’s shoe stocks 
still are a bit heavier than mer- 
chants would like to have them at 
this season of the year but a few 
weeks of blustery, snowy weather 
would undoubtedly move much of 
these stocks from the shelves. Very 
little reordering or sizing up has 
been done in the men’s stores so 
far this season since stocks are 
probably within 75 per cent com- 
plete in all lines. 


PHILADELPHIA 
Merchants Waiting for Business 


Retail shoe trade has not come up 
to expectations. Business went 


ahead in June, July, and August. 
On the strength of this activity the 
retail merchants bought consider- 
able stocks of footwear only to be 
confronted by a slump in Septem- 
ber from which they are just be- 
ginning to recover now. The re- 
sult is that the merchants have 
their shelves fairly well stocked 
with footwear which they have so 
far been unable to move and they 
are waiting to liquidate some of 
this stock before making any con- 
siderable purchases. 

Black is the feature of the present 
demand in women’s shoes though 
there is also some business in at- 
tractive shoes in tan calf. Velvets 
are holding up fairly well though 
there is some switching’ to black 
suede in the better grades. Patents 
are in good demand though satins 
are not as active as they were. One 
thing which is helping to create a 
little more business in glazed kid 
is the fact that the manufacturers 
are beginning to make shoes of 
this material a little more stylish 
than heretofore. Present patterns 
in demand include strap effects in 
plain designs and pumps which may 
be worn with buckles. Prices re- 
main unchanged. Crepe soles on 
children’s shoes are said to have 
sold very well since the opening of 
the public schools but, with the 
coming of cold, wet weather, the 
season for them is not expected to 
continue very much longer. 


ATLANTA 


Shoe business in Atlanta has con- 
tinued very active the past two 
weeks, colder weather having re- 
sulted in a heavy demand for all 
fall lines. So far this season sales 
have far surpassed the correspond- 
ing period last season, and dealers 
here believe they will continue 
doing so through November, thus 
resulting in one of the best fall 
seasons in footwear the trade here 
has ever enjoyed. 


: 
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DOUBLE WELT 


Customer: “But why are Acrobats 
better ?” 


me N Salesman: “It’s the Acrobat ‘Double 
lasted and upper are separately fitted, and each 
ag with is sewed to the sole on which the foot 
7 rests, without making any ridge un- 
: der the edge. The outsole is sewed 
on afterwards. No tacks or nails 
anywhere. 
“That’s why Acrobats are practically 
rip-proof—why the insole stays flat 
and why Acrobats hold their shape, 
give perfect comfort and are easily 
fh resoled. How do they feel, Sonny?” 
Lining lasted and stitched sep- Ls, Boy: “Fine.” Mother: “Well, I'll 
(2 arately from upper take them!” 


Salesman: “Now is there anything 


of flexible leather 


Insole and middlesole formed from one 
plese else? 


These three new numbers will make a 
profitable addition to your children’s 
shoe department. Quick deliveries. oe 


Ask for Catalog 25-F 


Shaft-Pierce Shoe Co. 
203 Third Street Faribault, Minn. 
Specialists in Children’s Good Shoes Since 1892 


No. 1376 

. 1358 Dark smoked Elk 

He. Blucher, plain soft toe. 

Coffee Elk Blucher, f ce In Stock: 

Soft Cap Tip, 6%/8 D.... 

Spring Heel. £4 8%/11 C D.... 

6%/8 O D....$2.35 
8%/11 C'D.... 2.75 
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In men’s departments the colder 
weather has resulted in a quicken- 
ing of the demand for high shoes, 
but lows still lead. Business in 
men’s shoes has been particularly 
good the past month. Juvenile 
business is also excellent this fall, 
nearly all the dealers reporting 
substantial gains in this business 
over last season. 

In ladies’ footwear pumps and 
plain one strap slippers continue 
the most active styles, with patent 
leathers, colored kids and black 
kids selling well. Black satins are 
slowly improving but are not at 
this time unusually active. There 
is a good demand for tan slippers, 
while slippers with silver buckles 
are also excellent this fall. 

Interviews the past two weeks 
with the sales managers of most of 
the larger department stores in the 
Atlanta shopping district indicate 
that some remarkable gains in re- 
tail business are being made this 
fall, an average gain of about 40 
per cent reported during the last 
week of October as compared with 
that same week a year ago, and an 
average gain for the month as a 
whole of about 25 per cent over the 
October of last year. This gain af- 
fects practically all of the depart- 
ments, and presents a tangible evi- 
dence of the healthy tone of busi- 
ness in the Southeast this year. 
Most of the larger Atlanta stores 
have found it necessary the past 
month to send their buyers again 
to the eastern markets to replenish 
their fall and holiday stocks which 
will not be large enough to take 
care of the heavy demand they are 
enjoying, in spite of the fact that 
purchases previously made for the 
fall season were considerably 
larger than usual. 


ST. LOUIS 
Good Gains in October 


Business for the week ending 
Nov. 7 showed neither signs of 
weakness nor indications of strength. 
Saturday, Oct. 30, was an unusual 
day and the volume reported in all 
stores was of a healthy type. It was 
one of the best days reported in a 
long time in spite of some very 
optimistic statements that have been 
made about business in the past few 
weeks. 

The style field has not altered the 
position of patent, satin and tan 
calf oxfords as the three style 
leaders. Some patent is being seen 
with trimming in alligator or lizard, 
the trimming being nothing more 
or less than an edging around the 
collar. Stores showing these styles 
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report only a slight demand for this 


‘footwear. 


Reports gathered from stores on 
October business are most en- 
couraging. Increases of course 
were the rule with some figures 
running as high as 15 per cent. 
This figure was attained by one of 
the very largest stores whose Oc- 
tober business of last year was not 
small in volume. The first cold 
snap with a slight flurry of snow 
brought out the overshoe advertise- 
ments and those that took advan- 
tage of the weather were rewarded 
with some fair demand for this 
merchandise. Early indications 
lead some large operators to believe 
that there will be many more pairs 
of goloshes sold this year than last. 
They refer to footwear in the $2.85 
to $3.50 range. They base their 
judgment on the increase in price 
of the patented fastener type of 
overshoe. 


CINCINNATI 
Dress Shoes In Better Demand 


A steady push upward in the 
number of shoe sales during the 
month of October is reported by all 
merchants in the Cincinnati dis- 
trict. This boost is attributed pri- 
marily to the fall-like weather 
which arrived at the beginning of 
the month and continued through- 
out the month and into November. 

The outstanding developments of 
the last month and early part of 
November were the increase in de- 
mand for dress shoes and goloshes. 
The dress shoe demand is natural 
at this time since the social season 
is just beginning. The demand for 
goloshes is primarily due to a num- 
ber of sloppy days. Women are 
showing a variety of tastes in dress 
slippers. Outstanding, however, 
are gold and silver kid, and white 
satin, both brocaded and plain. 
The latter materials are generally 
sold to be tinted to match the gown 
with which the purchaser desires 
to wear the slipper. 

Black patent leather still is the 
biggest seller among the women. 
Pumps with buckles, gore pumps 
and one strap effects are favorites. 

“This has been one of the great- 
est patent leather seasons in the 
history of the shoe industry,” said 
William E. Newbold, manager of 
the shoe department of the Smith 
Kasson Company. “Even though 
this is so, this season also has been 
a good one for brown shoes. Golden 
brown and tan kid have been quite 
active, but by no means the equal 
of black shoes in patent leather and 
satin. As to the spring trade, T 


77 


believe that there will be a reac- 
tion from the present craze for 
plain shoes and fancy styles will 
be the order of the day with wo- 
men.” This prediction of Mr. 
Newbold appears to be held by 
the managers of the leading stores 
in the district. 


MILWAUKEE 
“Business Fairly Good” 


Continued cool weather has been 
favorable to the retail shoe busi- 
ness in Milwaukee, and dealers 
state that October showed a satis- 
fatcory increase over a year ago. 
November has also started out very 
well, and the Wisconsin State 
Teachers’ convention which closed 
the first week of the month stimu- 
lated sales to a large extent. Teach- 
ers from all parts of the state 
gather for this convention annually, 
and many of them postpone their 
fall shopping in order to make 
their purchases in Milwaukee. This 
convention is said to bring more 
actual business to Milwaukee stores 
than does the State Fair or any 
other event of the year. 

“Business is fairly good, and we 
have no complaint to make as we 
are ahead of last year,” stated 
Philip Applebaum, manager of the 
shoe department at Breithaupt’s, 
women’s apparel store. “Dull 
leather pumps have been one of our 
biggest sellers during the past few 
weeks, although they by no means 
overshadow patents. The big de- 
mand is still for plain or buckle 
pumps, and a plain D’Orsay style 
has been especially favored. I have 
also been selling a great many 
buckles, but the average price is 
now about $7 or $8, while earlier 
in the season there was a call for 
higher priced buckles. Cut steel 
buckles are showing the most ac- 
tivity. There is very little demand 
for rhinestones.” 

“Business has been very good 
during the past few weeks,” said 
E. H. Gross, manager of Hanan & 
Sons. “The last Saturday in Octo- 
ber was one of the biggest days 
we have had this fall, and business 
since that time has been satisfac- 
tory. Patents continue to lead in 
various pump styles, usually orna- 
mented with a buckle, and gunmetal 
pumps have also been active. There 
has been a big demand for gold and 
silver slippers for evening wear. 
We have been showing these in a 
one strap style with a little cutout 
effect at the base of the strap.” 

E. Diamond of the Diamond Shoe 
Co. also reports a good business 
during the past few weeks, and he 
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The widespread demand for AT 

NEW CASTLE BROWNS 

plainly indicates that their 

leadership is a generally 
accepted fact. 


| Color 3 
17 the Joint Styles Committee: 
Color 31 Cor 3 ROE AE 
| Color 98 Color TAN 
‘ INDIA TAN 
\ "THE marked subtlety of shade—the deep rich coloring so charac- 
\ teristically NEW CASTLE, are the result of veteran craftsman- 
ship applied to “the choicest raw stock that grows.” The result is not 
y, to be duplicated on less expensive skins or by less skilled workmanship. 
NEW CASTLE LEATHER COMPANY 
NEW YORK 
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anticipates a good November. In 
addition to the big demand for 
patents, he states that velvets have 
been moving very well. One Satur- 
day’s business was about one-third 
velvet, he stated. Buckles are very 
active at the Diamond store, al- 
though no particular style has been 
moving. Both large and _ small 
buckles are in demand, and what 
suits one customer has no appeal 
for the next. A few tan oxfords 
are selling, but activity in this line 
is very limited. 

Shoe merchants handling men’s 
shoes agree that unpleasant 
weather seems necessary to create 
a demand for men’s shoes. Although 
men have been selecting fall foot- 
wear, they usually do it on a cold 
or rainy day when their attention 
has been called to thin soles or 
other details which cause discom- 
fort. However, there is practically 
no change in the buying trend for 
men. Various shades of tan con- 
tinue to move in styles with broad 
toes, and some with very heavy 
soles. 


BALTIMORE 
Oxford Demand Noted 


The first snow of the season fell 
in Baltimore last week, bringing 
with it a call for heavier shoes. 
Prior to the snow fall, there had 
been little demand for oxfords, the 
volume of buying being concen- 
trated on opera, step-in or strap 
pumps. Several shops report in- 
creased buying in oxfords, the 
latter, however, still much in the 
minority. There has been a great 
demand for goloshes and rubbers. 
Patent is still by far the best seller, 
with black satin second. Opera and 
step-in pumps are in greater de- 
mand than the strap pump. 

Hutzler Brothers employed an in- 
teresting scheme to display their 
wares. The various articles were 
grouped together according to the 
country where they were manufac- 
tured. In accordance with this 
idea, an entire window was devoted 
to children’s, misses’ and grown 
girls’ shoes, which were imported 
from Switzerland to retail from 
$4.50 to $8.50. Among these was a 
patent pump spring heel with fan 
shaped tongue and six rows of 
yellow stitching running from toe 
to top of tongue. Sales in children’s 
shoes show an equal proportion of 
patent and tan, and as is true with 
women’s shoes, more pumps are 
called for than oxfords, the latter 
in the proportion of 7 to 3. 

Sales seem to prevail everywhere. 
While some are holding anniversary 


sales, others are calling their’s 
harvest sales, etc. Everywhere 
business is being stimulated. Calls 
are already coming in for boudoir 
slippers, and the next weeks will 
bring added volume. 

An interesting style for evening 
wear at L. Slesinger & Son is a one- 
strap pump in satin and gold com- 
bination, also in velvet and silver. 
The black satin has an instep 
underlay and spike heel of gold kid, 
the velvet using silver for under- 
lay and heel. Price $20. 


MINNEAPOLIS 
‘Business On Level Keel 

A fall without its Indian summer 
has had its effect in swinging 
customers away from hot weather 
things and over to purchases look- 
ing toward comfort. Shoe dealers 
frankly have been far from over- 
whelmed with business, but there 
has been a rather even flow of trade 
with occasional gratifying spurts. 
The outlook is even more promising, 
the Federal Bank report indicating 
a healthful state of business. 

Tan and black in combinations 
are seen a great deal on the well 
dressed Minneapolis woman, getting 
her cue from the style tendencies 
in frocks. Velvets are coming in 
strong, being shown not only in the 
exclusive stores but in the cheaper 
priced stocks as well. Nearly all 
have buckles or ornaments of rhine- 
stones. These take the form of bow 
knots, butterflies or small animals 
or birds. All are of the opera type. 
Blond kids and satins are good 
sellers. The weather has enhanced 
the sale of heavy sport oxfords in 
tan calf with flat heels and heavy 
soles. The new zipper rubber boot 
has been getting quite a baptism 
on the University of Minnesota 
campus. The co-eds are wearing it 
at the football games and on the 
cold or rainy days. 


NEW YORK 
Top Grades Forging to the Front 


Retail shoe trade in this vicinity, 
according to all reports, continues 
good, with sales totals generally 
running ahead of last year. Despite 
some turn toward higher tempera- 
tures, with the advent of November 
no falling off in business has been 
seen, and the shoe trade, as a whole, 
is more optimistic than it has been 
for several years. 

The public demand for high grade 
shoes particularly has been stronger 
than usual, and the Fifth Avenue 
and other high grade stores are 
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the busiest in town. Prices are hold- 
ing, well and except for sporadic of- 
ferings of a few lots of special 
shoes by the department stores, 
there have been no unsettling event 
so far and, with business at its 
present prices, it is likely that sales 
will be deferred to a later date than 
usual. 

The retail merchants are devoting 
more space to the advertising of 
shoes, especially women’s footwear 
in the expensive grades. This is a 
rather new development here, the 
bulk of advertising having hitherto 
been confined to the medium and 
cheaper grades. Now, however, 
there is a disposition among the 
merchants to “put their best foot 
forward,” and advertisements of 
shoes ranging in price from $20 up- 
ward are becoming common. 

Style development in women’s 
shoes is taking no well defined trend. 
Opera pumps, while not selling as 
well as they were a month or so ago, 
are still well up in the running. 
One, two and three strapped models, 
along with the small tongued step- 
in, are in brisk demand. Most mer- 
chants, however, are looking toward 
straps to furnish the bulk of the 
business over the next few months. 
The development in strapped models 
is mainly toward decorating the 
straps or making them of an un- 
usual material or in. an unusual de- 
sign. Fancy oxfords are selling in 
rather liberal quantities, with com- 
bination effects showing special 
activity. Cut-outs on fancy oxfords 
seem to be less desired than overlays 
and underlays. 

The situation in materials is 
rather mixed. In the plainer types 
of walking shoes black and tan calf 
are selling well. Patent and black 
satin are still strong and ooze and 
suede are in good demand, but, ac- 
cording to several leading mer- 
chants, are not gaining in popular- 
ity. The run on grey suede and. 
grey kid has been rather surprising. 

Sales of evening shoes this season 
will set new high records in most 
stores here. In some cases sales 
have been lost because of the de- 
pleted condition of stocks and rush 
orders have been sent out to the fac- 
tories. Gold and silver kid form the 
bulk of the evening business, but 
colored velvets, with gold or kid 
overlays and a few gold and silver 
brocades, or gold or silver with black 
or color also are in demand. Strapped 
models are decidedly in the lead in 
evening slippers. Fancy heels for 
evening wear also are selling better 
than ever before, as are buckles and 
other ornaments for both evening 
and day wear. 
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LAT VISIBLE eyelets 
, will be seen on advanced 
Goodyear Welt models in exclu- 
sive shoe shops > 


‘Diamond Brand Visible Fast 
Color Eyelets preserve the smooth 
Style lines of the upper and pro- 
mote easy lacing. They retain 
theiroriginal finish indefinitely 
and attually outwear the shoe. 


Look for the ‘Diamond 
Trade Mark 
UNITED FAST COLOR EYELET COMPANY, BOSTON 


Manufadurers of 
DIAMOND BRAND Visible FAST COLOR 
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Factory Reports Indicate Continued - 
Hand-to-Mouth Buying 


In General Factories Are Still Busy Although 


There Is A Lull in Orders Being Placed 


ST. LOUIS 
Wholesale Shipments Increase 


With the first large general house 
ending its fiscal year on Oct. 31, 
some idea as to the large expan- 
sion in the St. Louis market may 
be gained. Brown Shoe Co. net 
shipments were some $31,000,000, a 
gain over last year’s figures of $2,- 
000,000. October shipments were 
$3,864,257.98, or a gain over the 
same month of 1924 of $128,583.24. 
During the coming month other St. 
Louis houses will close their year’s 
business, and it is expected that 
equally glowing reports will be had 
from them. There is no apparent 
let-up in the orders. However, most 
of the business is for immediate de- 
livery. Little or no future business 
has as yet made its appearance. 


LYNN 
New Firms Getting Under Way 


A dozen new shoe manufacturing 
firms have started in Lynn since 
last spring, according to the Cham- 
ber of Commerce, which is carry- 
ing on a campaign to gain new in- 
dustries. Besides, there are eight 
new firms in the allied trades, and 
two new shoe manufacturing con- 
cerns are expected to sign leases 
for floor space this month. So it 
looks as if the foundations were 
laid for an expansion of business 
in women’s shoes as made in Lynn. 

Lynn follows the general style 
program as prepared in New York, 
with some of its own interpreta- 
tions. Two hundred different types 
of lasts for women’s shoes are 
shown by one Lynn last-making 
firm. Patterns number more than 
can be counted, and a score and 
more new drawings of shoes arrive 
at the factories daily. Pumps, step- 
ins and gores continue to be the 
leading numbers. The pumps are 
trimmed in the many ways with 
which buyers are familiar. 

Anklettes are Lynn’s nearest ap- 
proach to high shoes as a, novelty 
proposition. The anklette strap is 


made of a reptile grain, and the 
shoe is trimmed with collars of the 
same material. 

Patterns show no cut-outs or 
slashings, such as were character- 
istic of summer shoes. New styles 
show solid areas on vamps and 
quarters. An exception may be 
made for the lattice style oxfords 
that are selling. Besides, there are 
open shank shoes for ballroom wear 
or the winter resort trade. 

Patent leather keeps selling right 
along. The same may be said of 
satins and suedes, though the vol- 
ume of business in suedes is not 
as great as in former years. Kids 
are good, in blacks and fine shades 
of brown, and the fineness of the 
grain is an important style factor. 

Russia calf, as used for oxfords 
and ties, is popular in medium 
tones, with shadings up and down, 
the tendency being toward the 
lighter tones. Scotch grain is in 
use for the stouter types of welt 
oxfords, and the reptile grains are 
in good style in the same class of 
footwear. , 


CINCINNATI 


Fewer Orders Booked, But Fac- 
tories Busy 


Manufacturers in the Cincinnati 
district report that the usual fall 
lull has settled in earnest upon the 
market. Sales are not so plentiful 
as in the earlier part of the season, 
is the report, but all factories are 
running up to capacity to fill orders 
sent in by salesmen during the 
early part of their campaign on 
the road. 

The trend of styles in the manu- 
facturing business is the same as 
is reflected by the retail reports. 
Black patent leather continues to 
keep the factories busy, but strap 
effects appear to be as much in de- 
mand as pumps. 

A rather heavy volume of busi- 
ness is reported by manufacturers 
handling corrective or orthopedic 
shoes. The Roth Shoe Co. reports 


that its patented arch aid shoe con- 
tinues to grow in number of sales 
and new agencies opened. This lull 
in the sales by manufacturers is 
customary, officials of factories vis- 
ited declared. All are making ready 
for a big season during the winter 
months, but no predictions as to 
materials or styles are made. 


PHILADELPHIA 
Factories Fairly Active 


Shoe manufacturing plants con- 
tinue fairly active. Black is still 
the dominant color, though it is felt 
that there may be some business in 
some of the lighter colors in spring. 
One prominent manufacturer re- 
ports that the leading materials at 
present are patent leather, satin, 
black calf and a little black kid. 
There is also some call for suedes. 
Patterns in demand are strap ef- 
fects and models with which 
buckles may be worn to advantage. 
One factor which may interfere 
with the sale of buckles is the pos- 
sibility of women wearing arctics 
if the weather becomes severe. 
This plant is making shoes for the 
immediate trade and reports that 
new business is coming in rather 
slowly. 

Another large factory is making 
quite a few fancy effects for wear 
in the Southern resorts. The 
vamps are woven in and out by 
hand with straps. They have turn 
soles and French heels and are 
shown in two shades of tan, in tan 
and white, black and white, blue 
and white, and red and white. This 
factory is also making some more ~ 
staple models in strap effects and 
in oxfords in both black and brown. 
There is very little call for glazed 
kid, though patent leather and black 
and brown suede are quite active. 

Another factory reports that, 
while it has an occasional order 
for a few hundred pairs of high 
shoes, the bulk of its business con- 
sists of slippers and oxfords in 
about equal proportion. Black and 
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A. C. Morand Co. A.R.MuellerCo. EdwardC. Mueller 
204-6 Sacramento St. 258 Fourth St. 1627 Locust St. 
San Francisco, Cal. Milwaukee, Wisconsin St. Louis, Mo. 


OTE :—Those infringing on our or ing their 
mark will be prosecuted. 


The Lima Cord Sole & Heel Co. 
Lima, Ohio 
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iz Gro-Cord Soles meet every demand for sport shoe wear. For the 
i Golfer ahd other buyers of Sport Shoes cannot be excelled 
e for comfort and flexibility. But that is not are absolutely 
; SKID-PROOF on all surfaces—will not even skid on wet grass. 
= ‘ . every inbuilt cord gum coated as in a Cord tire. This cord 
i + heat insulators assuring coolest wear possible during 
N 
: wy See to it that you have Gro-Cord Soled Sport shoes in stock. 
eo SS Ry Send for the names of the leading manufacturers who produce 
i gy and children. We'll also be glad to send you a sample showing 
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tan are both active; there is no cali 
for combination tops; there is a 
marked trend toward the plainer 
effects, and prices remain un- 
changed. 


MILWAUKEE 
Hand-to-Mouth Buying Reported 


Milwaukee shoe factories are 
busy, but they report that dealers 
are still buying on a hand-to-mouth 
basis. As a result, weather condi- 
tions and other variable factors 
have some effect on orders. Never- 
theless, the majority of local man- 
ufacturers are showing an increase 
over last year. 

“Conditions during the last week 
of October were exceptionally good 
because of weather conditions, but 
the first week of November was not 
so brisk because the sun was shining 
and days were pleasant,” stated 
Vincent Schoenecker, of the V. 
Schoenecker Boot & Shoe Co., man- 
ufacturers of women’s comfort and 
semi-dress shoes. “What we need 
for good business is slushy, wet 
weather so that people realize they 
have holes in their shoes. In styles, 
we have been doing our biggest 
business on cutouts, although there 
is a trend to side gore effects. Front 
cutouts with side gores have been 
moving recently. The heaviest de- 
mand has been for glazed dongola 
and patent leather.” 

“Business has been good, but it 
has all been hand-to-mouth buy- 
ing,” stated W. G. James of the 
James Shoe Manufacturing Co., 
which features children’s shoes. 
“During the past month we have 
made a gain of 20 per cent over last 
year on shipments. Each week 
seems to start off slow, but when we 
come to the end of the week, we are 
ahead of the corresponding week 
last year. But all the buying is done 
on a hand-to-mouth basis, so that 
we have nothing to work ahead on, 
and there are no spring orders. 

“Our’most popular numbers have 
been patent leather pumps and light 
tan brogue oxfords in young ladies’ 
sizes from two and a half to eight,” 
he continued. “For children, we 
have been doing very well on flex- 
ible Goodyear welts.” 


HAVERHILL 
New Wage Schedule Adopted 
Chairman Edwin Newdick of the 
Haverhill Shoe Board has estab- 


lished hour rate schedules for 
cutting, turn shoemaking, McKay 
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and Welt making, finishing, heeling 
and packing. These schedules have 
the unanimous agreement of the 
Manufacturers’ Association and the 
Shoe Workers’ Protective Union. 
They provide for a general revision 
of hour rates in local factories im- 
mediately effective. The labor cost 
of shoes or the earnings of em- 
ployees are but slightly changed. 
From 70 to 80 per cent of the opera- 
tives work by the piece, so »that 
their earnings, therefore, are not 
affected by hour rates. The pur- 
pose of the revision is the redistri- 
bution of the total labor cost so 
that the earnings may be more 
nearly in accord with the skill and 
value of work performed. 

Haverhill manufacturers are con- 
stantly and consistently improving, 
so far as possible, the construction 
of turn footwear. On this point, 
one manufacturer said: “We are 
paying special attention in our turn 
shoe production to the box toes and 
counters, as one means of giving 
added satisfaction to the customer. 
In the pump pattern which is so 
popular at present, the counter 
plays an important part. In this 
pattern there can be no standard 
height of quarter. Low cut pump 
patterns require long counters to 
hold up the side of the pump, while 
high cuts require counters of other 
shapes. The box toe is another 
feature to which we are paying 
particular attention, the idea being 
to have a box which will not break 
down. New processes in box toe 
making are bringing improvements 
which are also important.” 


BROCKTON 
Blacks Going Well in Men’s Welts. 


Despite the great demand for 
light shades of tan calf in men’s 
welts in medium-_and fine grades, 
several Brockton shoe manufactur- 
ing concerns say that blacks now 
constitute 65 percent of their sales. 
This leaves but 35 percent for the 
tans. The broad toe and brogue ef- 
fect in men’s welts is continuing 
its popularity for immediate busi- 
ness, which constitues the bulk of 
the orders of local factories. The 
bulcher oxford pattern continues to 
be popular in all grades. 


Siser with 


A. E. Sizer is now covering New 
York State and Eastern Pennsyl- 
vania for the Stonefield-Evans Shoe 
Co. of Rockford, 


Ed. Venor Operating New 
Factory 


ROCHESTER.—Ed. Venor, a former 
partner in Schriner and Venor, 
children’s shoe manufacturers of 
Rochester, N. Y., has completed 
alterations on the new factory in 
Canisteo, N. Y., and is manufactur- 
ing shoes under the firm name of Ed. 
Venor Shoe Manufacturing Company. 

Mr. Venor has been associated 
with the Rochester shoe industry for 
many years and has a fine reputa- 
tion as a manufacturer of children’s 
shoes. When the factory was moved 
to Canisteo, Mr. Venor took his 
entire staff of superintendents and 
foremen with him and is manufac- 
turing the same high grade of chil- 
dren’s footwear that he formerly 
made in Rochester. Perry Miller, 
well-known shoe salesman who form- 
erly traveled for the Hagerstown 
Shoe and Legging Company is asso- 
ciated with Mr. Venor in the new 
factory and is in charge of sales. 


Leather Manufacturer Dies 


MILWAUKEE.—George Seelman, 75, 
president and founder of the George 
Seelman & Sons Co., manufacturers 
of leather specialties, died at his 
home after an illness of two years. 
He is survived by four brothers, 
three of whom are connected with 
the firm. Mr. Seelman came to Mil- 
waukee in 1870, having been born in 
Germany. After a few years he es- 
tablished ‘the manufacturing firm, 
and has been prominent in local busi- 
ness circles for many years. 


More Shoes Sold 


St. Louis—Sales of boots and 
shoes by St. Louis manufacturers 
during August were 69 per cent 
larger than for the same month in 
1924, and were exactly double the 
sales of July of this year. These 
remarkable increases are the largest 
ever recorded in the St. Louis shée 
market, states the last Federal Re- 
serve report. 

An exceptional gain in sales of 
men’s shoes was made. This is par- 
ticularly interesting in view of the 
announcement that there will be 
special showings of men’s footwear 
at the Pageant of Footwear Fash- 
ions, to be held in St. Louis Jan. 4 
to 6. The addition of men’s styles 
to the regular women’s footwear 
showings is expected to round out 
the service to every shoe buyer per- 
formed by the pageant. 
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Every member of this whirlwind team wears Keds. The 
Original Celtics, world’s professional basketball champions 


EDS carry the O. K of champions! More famous basketball, handball, 
and tennis stars are now wearing Keds than ever before. Any shoes that 
can win and hold the approval of champions, as Keds have done, are bound > 
to please the athletes of your neighborhood. 


This year Keds are even better. Forinstance,'note these four features of Keds— 


1. Narrowed Shank—Provides perfect fit where perfect fit is needed... 
supports the arch...prevents foot from sliding in shoe, thus guard- 
ing against blisters...fits more snugly at heel. 


2. Cushion Heel—Absorbs the jars and shocks of active play and thus 
wards off fatigue. 


3. Feltex Insole—Felt fibre compound ...absorbs perspiration... keeps 
foot dryer, cooler and more comfortable...will not rot or crack. 


4. Specially Compounded Sole—Very durable...exceptional floor grip- 

ping qualities which mean faster and more accurate floor work. 

Right now there is a big market for athletic shoes in your terri- 

tory. Place an order with the nearest ‘“U.S.’’ Branch or wholesale 

distributor, and do a big winter business by selling genuine 
Keds, with the name Keds on every shoe. 


United States Rubber Company 
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Profit Featuring Rubbers 
For Christmas Gifts 


Children’s Rubber Boots Make Strong Appeal 


ITH the first of November, 
those shoe stores that have 


made a strong appeal in ad-. 


vance for Christmas trade are sell- 
ing’ more pairs of footwear to the 
whole family. In the rubber shoe 
line, one of the very best customers 
of the holiday season are: the chil- 
dren. But the little folks like to 
take a peek in advance at the pres- 
ents which may be theirs. It is for 
this reason that the department 
stores have Christmas “Toylands.” 
Why not the shoe store? Rubber 
footwear manufacturers have ever 
been willing to cooperate with the 
retail shoe merchant in the way of 
rubber “playthings”—with the most 
alluring of all the very practical 
rubber boot and the galosh. Grown- 
ups may remember their first pair 
of rubber boots. For a fond father 
or mother to see these attractive 
“Liliputian” shoes is usually to buy 
them. For the child to see them, 
especially surrounded by toys, per- 
haps by the traditional evergreen 
tree, or Santa Claus himself, is to 
want them so much as to make a 
veritable “rush” on the store. 

The galosh, too, is most attractive 
this year for the little folks. Just 
as soon as a baby begins to walk 
about in the winter’s great outdoors, 
galoshes are in order. They may be 
bought and shown with profit to the 
merchant in the very small sizes. 

It is not too early now to make 
plans for a Christmas window. Arti- 
ficial evergreens may be purchased 
from many sources—snow is easily 
arranged, and “icicles” of narrow 
silver ribbon will glitter gaily. A 
few toys should always be included 
in the Christmas display of rubber 
footwear. 

A letter, sent to the store’s list of 
customers, may well have inclosed 
another letter directed to the chil- 
dren. If this letter has a “toy” 
border, showing rubber _ boots, 
galoshes, rubber balls, dolls, stock- 
ings and sleds, or Santa and his 
reindeer, or a holly or Christmas 
tree border, it will give added em- 
phasis to the Christmas atmosphere. 
The letter paper might measure 


Child’s rubber boot with red 
rubber top and “bunnies” in 
black. It makes an attractive 
showing in the practical Christ- 
mas gift presentation. 


about 10 x 6 and fold three times, 
so as to look like an envelope. It 
might be addressed “To All the 
Children in the World,” “In Care of 
” (give name of store). At 
the top of the envelope it might 
read somewhat like this: “From 
Santa Claus, Toy Shop, North Pole.” 
If a stamp, drawn in a unique de- 
sign with a picture of Santa on 
same and a “postmark” from some 
imaginary post office in the Arctic 
Circle, it will give an added realism. 
Both sides of the paper can be used 
for the letter and any “postscripts.” 


The letter could read about like the 
following: 

My Dear Little Kiddies: 

Here I am again among you in the 
shoe store of I shall be 
found in the Toyland Section, sur- 
rounded with some brand new rub- 
ber boots and galoshes. Some of 


these rubber boots have red tops. 


and lots of bunnies racing over them 
—others are just like Dad’s. I have 
some new galoshes, too. 

I have so many new and wonder- 
ful things to show you, besides the 
boots and the galoshes. All sum- 
mer long while you have been play- 
ing, I have been thinking that you 
wanted new rubber balls and toy 
rubber boots and big rubber boots 


and galoshes, and slates, and pen- 
cils, and dolls, and books, and shoes 
and socks. All these I know that 
you will want to see, right away. 

If you have a baby brother or 
sister, or some little friend to whom 
you want to give a present, I have 
just the right size for them. 


Be sure to ask your “Dad” and 
Mother to bring you in TODAY (or 
very soon) while all my toys and 
rubber boots and books and galoshes 
are new. I will not have them very 
long, because every day some other 
little boy or girl comes in and se- 
lects something from my pack. 

I'll be looking for you, dear little 
ones, in Toyland at (name 
of store). So do not delay coming 
in. With lots of love, 

Your old friend, 
(Signed) SANTA. 


P.S.—If you just simply can’t 
come in right away, send me a letter 
telling me just what you want and 
I will try to save it for you. I want 
each and every one to have nice 
warm feet and be able to wade and 
walk dry shod through all of the 
snow and slush that will surely 
come an Christmas Day, or the days 
soon after. 

Merry Christmas, dearies, and 
don’t forget to call at the shoe store 
of (name of store) and give 
me your complete order for Christ- 
mas footwear gifts. 


Rubber Industry 100 
Years Old 


The current year marks the 100th 
anniversary of the founding of the 
American rubber industry by 
Thomas Wales of Boston in 1825. It 
is just a century ago that this rub- 
ber shoe pioneer developed a big 
business by sending wooden lasts to 
the Amazon, to be dipped in rubber 
latex and smoke cured. A _ pre- 
liminary luncheon was held at the 
Hotel Buckminster, Boston, on Nov. 
8, when plans were discussed for the 
dinner, to be held early in Decem- 
ber, to commemorate the event. 
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NE of the most generally used shoes this sea- 

son is the one strap, a charming example of 
which is here portrayed in the “Le Gui” model. 
The sweep of the strap trim gained by inlay of con- 
trasting color on the quarter, and the perfect bal- 
ance of heel and arch, are the features that espe- 
cially mark it, and give to it the distinction that 
lifts it out of the ordinary. 


In fabric combinations—in standard or novelty 
leathers—it is a pattern that will adapt itself per- 
fectly to every requirement of formal or semi- 
formal nature. 


WOLFELT-WEILL. Ive. 
Models plus 


BROOKLIN 
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No. 1—Selected from the line of 
Richards & Brennan Co., Randolph, 
Mass. 


No. 2—Selected from the line of 
Rice & Hutchins, Inc., Rockland, 
Mass. 


No. 8—Selected from the line of 
Brockton Shoe Mfg. Co., Brockton, 
Mass. 


helps 


style building that should be 

“picked out” of the picture so. 
that every merchant can see the reason 
for the style change. From time to 
time the Boot AND SHOE RECORDER will 
make style selections of distinctive 
types of shoes, emphasizing some little 
detail of shoemaking that makes that 
particular shoe conspicuous. The six 
shoes on this page indicate that design- 
ers of men’s shoes are looking to the 
southern resort season as a testing out 
of sport patterns that may later be 
good throughout the country. 


No. 1. See the way the apron is 
pinked and perforated. The same 
punching is carried out in the quarter 
and tip. 


Taste are points of merit in 


No. 2. A new idea in a tip strap that 
to keep the shoe from rolling 
over. Then, too, it makes them strut. 


No. 3. Time was when “Pa” wouldn’t 
be seen with anything so sporty as 
this; but just watch him, with his 
kippy shoes and cane at the southern 
winter resort, blossom out like a big 
time actor. 


No. 4. There is a real kick in this 
center seam affair. Heavy laces give 
it a real he-man’s punch. Tricky shoes 
are possible in men’s lines for spring. 


No. 5. All dolled up with a new tan 
saddle for the fellow who has lost his 
“sweetie.” 


No. 6. Futurist stuff—straight lines 
and all. The manufacturer says there 
is room on the vamp or cap for initials, 
college emblems or the home address, 
but no room for improvement. 


Selections 
The Boot and Shoe Recorder 


No. 4—Selected from the line of 
J. E. French Co., Rockland, Mass. 


No. 5—Selected from the line of 
Howard & Foster Co., Brockton, 
Mass. 


No. 6—Selected from the line of 
Geo. E. Keith Co,, Campello, Mass. 
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BROCKTON, MASS, 
| ‘Address all communications to the factory 
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Sound Basis for Good 
Business 
(CONTINUED FROM PAGE 60) 


breaking drought in the Piedmont 
sections of Georgia and the two 
Carolinas. Drought did the greatest 
damage, however, over large areas 
in Texas. 

While corn plays a larger part as 
a cash crop in the corn belt than in 
the other States, still most of this 
crops is fed to hogs. It so happens 
that the unprofitable relation be- 
tween hogs and corn, which has pre- 
vailed for the past twelve months, 
promises to be reversed during the 
coming year. Hogs are very scarce, 
more so than for some time past. 
Their prices are undergoing the 
usual fall slump, but there is good 
indication of much higher prices 
next spring and for some time there- 
after. Corn is plentiful and prices 
are lower. Thus the farmer who 
raised corn has the prospect of 
feeding it to high priced hogs, 
thereby selling his “corn” at a sub- 
stantial profit. 


Boot & Shoe Club Meets 


BostoN—The regular monthly 
meeting and dinner of the Boston 
Boot and Shoe Club will be held at 
the Vendome on Wednesday, Nov. 18. 

It will be an evening of special in- 
terest to the shoe and leather trades 
and it will include timely questions 
of both domestic and export signifi- 
cance. John C. McKeon of Phila- 
delphia, president of the National 
Boot and Shoe Manufacturers’ Asso- 
ciation, who has recently returned 
from an extended visit to the leading 
European style centers, will talk on 
the general footwear situation. And 
in this connection, an interpretation 
of the seven “official” spring, 1926, 
shoe colors and hosiery (matchings, 
contrasts and blends) will be given, 
under the direction of Irving B. 
Howe, regional director of the N. S. 
R. A. Another speaker will be 
Louis C. Hungerford, the well known 
Boston tanner, who spent several 
months last summer in South 
Africa, and who will tell something 
about that interesting country with 
particular reference to the shoe 
trade opportunities there. 

There will also be a musical “sur- 

prise.” 
_ The sponsor of the evening will 
be Frank R. Briggs of the Thomas 
G. Plant Co. There will be instru- 
mental music by members of the 
Boston Philharmonic Orchestra. 


() 


SNAPPY SHOES 


FOR YOUNG MEN 


Up to ies minute Styles. Selling 

values 

please. Investignts. 
CRAIG-REED & EMERSON, Inc. 


B 
Boston Office, 10 High St, Room 304 


BRIDGEWATER 
WORKERS’ 
CO-OPERATIVE 
ASSOCIATION 


SHOES and RUBBERS 


Every Wednesday and Friday 


better"than ever in Quality and fit 

1 of Mork Pillman’ 

MADE ONLY IN GENUINE 
GLAZED KID 

full ses 3 toll in Stock 


M. 


STOCK DEPT.5 


SNAPPY 
ACTION! 


| 
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Shoes of Worth 

H. W. COOK, President 

Syracuse, N.Y., U.S.A. 

_ MEN’S FINE SHOES EXCLUSIVELY 
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THE, 9; 

HENR 

BOSTONIANS 88-90 Reade York ! 
Commoiwearta Snot & Learner Co. AUCTION TRADE SALES 
q "Ch PULLMAN TRAVELING SLIPPERS | 
STYLES! 
THE STETSON SHOE CO., 
South Weymouth, Mass. 
4 BWHERETOBUY§ | 
EAST WEYMOUTH, MASS. U.S.A. 

| | (alderwend &Feec 
SHOE | SHOE en 
M. A. PACKARD CO. Makers Summer St. BOSTON 
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PARISTYLE FOOTWEAR MFG. CO., INC. 


HIGH GRADE MULES and D’ORSAYS 


DR. CAMPBELL’S 
HEALTH SHOE 


Many dependable and 


profitable styles con- 
stantly in Stock. Send for latest price list. 
H. K. GARDINER CO., PITTSFIELD, N. H. 


WHERE TO BUY 
Miscellaneous 


EMIL RUBLACK 
Maker of Artistic 
Price and Sale Tickets 
Samples on 
140-142 WEST BROADWAY 
NEW YORK 

Ne. 250. $2.50 per 100 
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N. S. R. A. Offers Cinderella 
Prize 

One of the leading Chicago news- 
papers recently has announced a 
contest to determine who has the 
most perfect pair of feet among 
Chicago’s women, and George M. 
Spangler of the N. S. R. A. has an- 
nounced that the National Shoe Re- 
tailers’ Association will give in 
connection with this contest a prize 
of $1,000 to the woman or girl pos- 
sessing the most perfect feet in 
Chicago. 

The prize will be awarded during 
the National Convention in Chicago, 
Jan. 7 to 9, and the prize winner will 
be given the check at the final ban- 
quet that is to conclude the conven- 
tion. 

In offering the prize the N. S. 
R. A. has done it in the interest of 
greater attention to the grace and 
beauty of the foot and to stimulate 
more interest in feet and footwear. 

Great interest is being shown in 
the contest and unquestionably this 
particular event will run to more 
“footage” from a publicity stand- 
point for the shoe industry than any- 
thing ever started. 

Somebody suggested that the win- 
ner be judged as having “won by a 
foot.” 


Milwaukee Merchants Plan 
Banquet Nov. 24 


MILWAUKEE—According to an- 
nouncement made at the November 
meeting of the Milwaukee Shoe Re- 
tailers’ Association, the banquet to 
be given by the merchants for their 
salespeople and ladies has been post- 
poned from Nov. 19 to Nov. 24. 
Plans for the event were discussed 
at the meeting, and a decision was 
reached to hold the banquet in the 
Elizabethan room of the Milwaukee 
Athletic Club. Clarence Bertler, 
chairman of the _ entertainment 
committee, is arranging for an or- 
chestra and other special entertain- 
ment which will be provided in addi- 
tion to the speaker from the La 
Salle Extension University, who will 
give the principal address. 

A discussion of the advisability of 
guaranteeing satins was brought up 
through the reading of a letter in 
which a dealer related some unfor- 
tunate experiences when both time 
and sales had been lost through this 
policy. The general sentiment of 
the meeting was against the prac- 
tice of guaranteeing satin footwear. 

Several technical changes in the 
by-laws of the organization were 
voted upon at this meeting. 


MANHATTAN FINDING CO. 


Wholesale Shoe Store Supplies 


Be 
B AL. $1.15 
1.20 


Also « Full Line of Arches from $8.50 to $30.00 
Dozen in Stock 


BALLET SLIPPERS—IN STOCK 
of the kind 


6-11 11%-2 2%-8 


IN STOCK 
BLACK BALLET SLIPPERS 


BLOG SHOE Cco., INC. 
147 Duane St., New York, N. 


BALLET SLIPPERS 
BLACK VICI KID—IN STOCK 


Alse Men’s and Wemen’s Slippers ef every description. 
METROPOLITAN SLIPPER CO. 
134 W. B’way, near Duane St. New York 


ARLE 
shoe patterns 


FOR MEN’S FINE SHOES 


ARLE SHOE PATTERN CO. 


50 MAIN ST, BROCKTON, MASS. 


a November 1b, 1925 
Womens Slippos Ballet Slippers 
— te 145 WEST BROADWAY, N. Y. 
The Quali 
Swan Shoe Co., Baltimore, Md. 
Of the For the pr. 
Seft-Sole Leather 
| 
Write for Prices 
BEST-EVER SLIPPER CO., inc., BROOKLYN, N. Y. PO é 
= Ballets Ne. 700 |. 
WHERE TO BUY Men's Leathe Howse 
N Stylish Comfort Shoes Athletic Shee Mig. Co, 124 N. Third St, Philadelphia 
oe Hard T. 
=— 2 1.26 2%/ 
} Ask for New Extra 
es Catalogue 
_ 
HARD AND 
SOFT TOES 
| stock 
wM. 
Price, List 
225 W. Monroe St., Chicago, Ii. : 


F. E. JONES CO. 
FANCY COLORS 


est Virginia 


Always Uniform in Quality. 
Always Dependable in Service. 
Pulp Products Department 


t 


Virginia Pulp&P: 
rginia Pulp PoperCompany 


“ELAM” 
FlexibleTurn Shoes 
for the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office, 183 Essex Street 


No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 
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Unusually Beautiful Booklet 
Issued by Creese & Cook 
Company 


Creese & Cook Company, the well- 
known calfskin tanners of Danvers- 
port, Mass., have just issued a most 
beautiful booklet for distribution to 
the trade. 

The book is distinctly a work of 
printing art, and by illustrations in 
several colors shows the most popu- 
lar Tony Calf colors in the skin and 
also in shoes on living models. 

As an expression of the quality of 
Creese & Cook’s calf leathers this 
book is a complete success, and is 
certain to be warmly praised by all 
who receive it. 


New Grossman Bootery 
Attractive 


CHICAGO—Quite the most interest- 
ing feature of the week was the 
opening of the new Grossman Boot- 
ery at 16 East Randolph—just 
around the corner from their old 
location which will soon be aban- 
doned. 

With walls flanked and windows 
banked with flowers and beautiful 
footwear this newcomer in the $6 
field in Chicago ushered in the open- 
ing day and the 135 clerks on the 
floor did Trojan duty until closing 
time. It is doubtful if any shoe 
store in Chicago ever opened with 
more “triumphal” attendance. At 
‘one o’clock it was necessary to limit. 
the arrivals—admitting them into 
the store in groups, as others passed 
out. 

The store is everything a shoe 
store should be. Wide and spacious 
with high ceilings and all stock in 
open display. The floor is mezzanine 
and the entire interior is in the 
Italian Renaissance period with 
chandeliers and balcony rail in 
wrought iron effects. Heavy dark 
walnut paneling and fixtures com- 
plete the furnishings with the shoe 
boxes in tiers along the walls. 

The windows are arranged in the 
new arcade type with an “L” on one 
side of the entrance that gives a 
closed in lobby entrance with win- 
dows on all sides where the shoes 
are shown. The window space is 
probably the largest in Chicago, save 
that of the new O and G Shop on 
State Street and follows a similar 
display method. 

Grossman’s deserve the. congratu- 


lation of the shoe industry for the 


up-to-the-minute establishment they 
have erected to the success of the 
medium priced footwear store. 


331 FOURTH AVE., NEW YORK 


ATLANTA 
cuicaco 
BOSTON |UKE IT"! FRANCISCO 


America’s Favorite 


NU-SHINE 


Makes Old Shoes Look New 
THE NU-SHINE Co. 
Reidsville, N. C. 


Mkt. St. 


mark of ™ 
Good shoe buckles 

since 1905 


L. ALTERSON & CO. 


PHONE CHICKERING 
54 W 215t St New York City NY 


Mrs. Fred R. Small Dead 


Boston—At midnight, Saturday, 
Nov. 7, Mrs. Fred W. Small, wife of 
a prominent shoe buyer for Gil- 
christ’s, Boston, passed away. Death 
came as a sudden shock and was 
caused by hemorrhage of the brain. 
Although Mrs. Small had not been 
feeling well for some time, the pass- 
ing was a terrible shock to Mr. 
Small. The funeral was held from 
their home, 71 Wheatland Avenue, 
Dorchester, Tuesday, Nov. 10. 
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The Man We Want 


Must be an outstanding success in his present work. 
He must be earning clear for himself at least $5,000 a year. 
He must be willing and anxious to make a permanent connection. 


He must know how to successfully present and sell a branded piece of 
merchandise nationally advertised. 


He must have a record of achievement behind him. 


To such a man we have a most attractive proposition to offer, embracing 
one of the best territories in The United States. 


Address B767 
Care of Boot and Shoe Recorder 
207 South Street, Boston, Mass. 


“Some Mustard” 


A real live number. 


A type of Schwarz-Ruggles young men’s 
up-to-date footwear 


to retail at $8 to $9 


New light tan French Brogue, Spaded in 
and out shank. Solid leather construc- 
tion, Calf lined. 


We show all shapes and designs called for 
by the young man of today. 


OUR NEW YORK OFFICE 


is at 907 Marbridge Building in charge of 
J. B. McNamee. When in the Big City 
look up our line. The latchstring is al- 
ways out, and Mr. McNamee extends the 
glad hand. 


Schwarz-Ruggles Inc. 
Brockton, Mass. 


When writing to advertisers please mention Boot anp SHoe Recorper 
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Brooklyn Designers of Modish Turns 


92 
from “First Steps” through Growing Girls Sizes 
Present “The Montrose” 


Featured By ( 


The Edward Malley Company . 
New Haven, Conn. 


The C. F. Hovey Company 
Boston, Mass. 


Master Modelers also of Chil- 
Shown here in Patent Leather and offered with Foot 

a 10/8 covered wood heel. May be had also on - WF 

12/8 heels and in all leathers, satins or velvets. “Jack O’Lantern” 


THOMAS COMPANY 


3611 14th Ave. Brooklyn, N. Y. Est.1877 Boston Salesroom 183 Essex St. 


When in New York 
VANITY LIVE RIGHT the 
SHOE RIGHT PRICE! 


HE next time you visit New York, 
A stop at the popular Hotel Mar- 


ing, in the very midst of the shop- 

“The Best ping, theatrical and business dis- 
tricts, the Hotel Martinique offers 

Without bey 


No. 2483 = 2363 E it 


vumtmane The rates at the Hotel Martinique are 
We also have many other numbers equally as low as $2.50 per day. Club breakfast 
We do not sell direct to the retail trade. Investigate the extraordinary service 
And Ribbon Bows High Grade Hk 
SILK TASSELS FOR INFANTS’ SHOES Affiliated with Hotel McAlpin 
The Vanity Novelty Works _ | Broadway—32nd to 33rd Streets 


1261 Atlantic Avenue, Brooklyn, N. Y. New York 


When writing to advertisers please mention Boot anv SHor Recorper 
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A Dainty Ankle-Strap Pump 
IN STOCK 


The “Avonne” has been so consistent a style 
success that we have put it in stock for your 
selection in the following size scales. 


Z 
> 


“B” Schedule “C” Schedule 
All Patent Leather All Patent Leather The 
No. 303 and No. 808 Lasts 
12/8 Block and 


12/8 Block Heel 16/8 Spike Heels 
Gray Lining Gray Lining 
Sold only in 36 pair lots. Sold only in 36 pair lots. 

1 
i 
2 
2 


American Shoe Co. 


Showroom: 622 Marbridge Bldg. 
34th St. and Broadway NEW YORK 


“Avonne” 


Miss American 
presents 
The “Avonne” 


FACTORY 


176 Livingston St. 
Brooklyn, N. Y. 


Established 1911 


When writing to advertisers please mention Boot AnD SHor REcoRDER 
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1 
“Broadcasting Merchants’ Latest T. 
Snappy Oxford News—G. M. R. HE 


A Model Giving to Great 
Advantage the Much-Desired, 
Straight-Line Effect. 


3100—Light Tan 3-eyelet, Tie, C- wide. 
3205—Same, in Gun Metal Calf. 


$3.35 


PATENT LEATHER 
BLACK VELVET 
TAN CALF 


3105—Same as above, with “Zebra” Welting. 
C wide. 


8107—Light Tan Oxford. B and C. 


3106—Same, in Black Calf. 


$3.50 12/8 CUBAN HEEL $3.65 


16/8 SPIKE HEEL .. $3.75 


TWO WEEK DELIVERY 


A. E. WESSEL & SONS 


vese-ifant Tan Wing Tip Oxford. A, 


7951—Same, in Black. A, B, C. Factory Sales Offices and Stock 
7932—Tan Tip Oxford, ‘‘Zebra” Welting. 222-24-26 Liberty St. Department No. 5 North 
A, B, ©. Camden, N. J. . 4th St., Philadelphia, Pa. 


7925—Tan Tip Oxford, Satine. A, B, ©. 
7935—Tan 3-eyelet Tie. A, B, C. 
7936—Tan 3-eyelet Tie, Cuban. A, B, C. 


$3.75 


Meyer Wessel, Sales Mgr. | 


BRANCH OFFICES 
New Orleans: 105 Decatur St.; J. Milton Boze 


Pitteburgh : 
Thos. J. Hamill, 244 Alpine Ave., N. S., Pittsburgh, Pa. 


MERCHANTS SHOE CO. 
Womens Shoes of Consistent Style Quality 
57 Lincoln Street, Boston,Mass. 


Better Grade McKays 


When writing to advertisers please mention Boot RecorpEr 
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FOR HOLIDAY SELLING 
Riding Boots Make Sensible Gifts 


These Riding Boots are practical, appropri- 
ate and inexpensive gifts. Stylish, too, with 
a swagger appearance that will make them 
endearing to the child and call forth the 
parents’ approval. 


Made in our modern Brooklyn factory, 
these boots embody the 
same high standard of 
workmanship found in the 
regular line. 
Carried in Stock for At 
Once Delivery 
Use them to attract addi- 
tional business. Use them — 
to tone up your windows. 
SEND FOR A SAMPLE 8 
RUN OF SIZES. 


Patent Leather Welt Boot 
with Self Cuff (In Stock) 
S'zes 8% to 11—11% to 2 


SCIENTIFIC 


FOR GIRLS AND BOYS FROM TOTS TO TEENS 


The popular patterns 
shown here will help 
stimulate additional busi- 
ness at this time. These 
Infants’ Shoes with a 
piquant style touch will 
swell your holiday sales. 
Carried in Stock in All 
the Wanted Combina- 
tions. 


The “Collar,® St 4to8 for “Blucher” Pattern, Sizes 4to8 
Send atalo n Stoe 
2570—All Pat. Leether gs 157 Biu.—Pat. Vamp, Mat Calf Top 
447C—Pat. b eng Gray Kid Top 275 Biu—Pat. Vamp, Wht. Kid Top 
463C—Pat. Vamp, Gray Suede Top 447 Blu.—Pat. Vamp, Gray Kid Top 
463 Blu.—Pat. Vamp, Gray Suede 
563% i Calf Vamp, Beige 


_ DEA. POSNER.SHQOES. bed 


142 WEST BROADWAY 
NEW YORK CITY 
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That’s A Perfect Job! 


ry a marvel Repco Dye is for dyeing black, all kinds of russet, 
tan and other light-colored leathers. It is very easy to dye light- 
colored shoes a permanent jet black with Repco Dye. When dry, 
it can easily be rubbed up to a smooth, glossy lustre. 


The shoes will look as though they were always black. Repco has — 
no offensive odor and is unaffected by water. 


Repco Dye is now put up in convenient 24-ounce bottles. This 
new size is particularly adapted for home use. Your customers will 
welcome Repco as a means of getting longer wear out of their light- 
colored shoes which have become hopelessly soiled. Black polishes 
and pastes can be applied over Repco with excellent results. It will 
pay you to keep a supply of Repco Dyz on hand. 


For Sale by Shoe Findings Dealers 


United Shoe Machinery Corporation, Boston, Mass. 


at San Francisco Branch: 859 Mission Street 
a J. K. Krieg Company, 39 Warren St., New York City 
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Stock No. 501—Golden Tan Bal, Semi-Balloon Last, Attractive, Well Balanced Pat- 

Stock No. 601—Same in Black. Terms 2%, 30 days. 
In Stock—5'% to 11—D wide. 


Millions of men still change from low to high shoes with the coming 
of cool weather, and most of these men want good looking, well made 
shoes at a low price. Shanley Shoes are just such shoes because they 


MORE VALUE FOR LESS MONEY 


BECAUSE 


SHANLEY SHOES SELL THEMSELVES 


Samples and catalog on request 


SHANLEY SHOE CO. 
South Hanover, Mass. 
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THE MARCH PROGRESS 


Merit in “Decidedly Brockton” Shoes 
Makes the Largest Month’s Sales 
Our History 


October Sales 1924 — October Sales 1925 
$256,561.95 ‘|. $335,710.77 


A GAIN OF 
$79,148.82 


IN OCTOBER, 1925, OVER OCTOBER, 1924 


Why not get in on the snappiest and 
fastest selling Brockton Made Line 
to retail at $4, $5 and $6 


BROCKTON SHOE MBG. CO., Inc. 
3 BROCKTON, MASS. 


BOSTON OFFICE AND SALES DEPARTMENT, 186 LINCOLN STREET 
Akron, Ohio San Antonio, Texas San Francisco, Cal. 


New York Office Stock Dept. Atlanta. Georgia Chicago, Ill. 
127 Duane St. 15 N. Fourth St. 238 Peachtree Arcade Republic Bldg. 335 Walsh Bldg. 801 Russell Building 526 Pacific Bldg. 


When writing to advertisers. please mention Boot AnD SHor RECORDER 
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Just the ordinary kind 
that break at a critical 
moment — or — *‘Cordo- 
Hyde” laces which stand 
up to hard servicer 


Mr. Merchant, it’s for you 
to say. 
Some shoe manufacturers 
ship shoes, “Cordo-Hyde”’ 
equipped. 

Others have to be asked. 


You can profit, and your 
customers will be satisfied, 
if you specify “Cordo- 
Hyde” laces in the shoes 
you buy. 


The Lace with the Betrrer Loox. 
The Lace with the Better Wear. 
The Lace for Berrer Business. 


O. A. MILLER TREEING MCH. CO. 


SHOE LACE DIVISION 
BROCKTON, MASS. 
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\ “She walks in beauty,” 


Model 1584 


ONA 
Tongue Pump 
ANOTHER EXCLUSIVE 
BRAUER CREATION 
An aristo:sratic allover Patent Leather Tongue 


Pump with glittering Rhinestone Buckle—made 
over our 300 Last and carries 17/8 Heel. 


NOT CARRIED IN STOCK 
MADE ON ORDER ONLY 


Made in all Lasts, Heel heights and Leathers and 
Fabrics. 


BRAUER BROS. SHOE @. 


FASHIONERS OF WOMEN’S NOVELTY SHOES 


BUCKLES PLUMP PROFITS 
C The Selling Value Is There 


Cue - are down to levels that guarantee shoe merchants 


sales and profits desired. Make your store a “Dalco” 
store and you will be sitting pretty on shoe ornament 


HOLIDAY 
SALES 


For Holiday 
immediate delivery. 


Order ours 
Pattern No. 14569 


A a pattern. Price includes 


sales. 


“Dalco” Buckle Attaching Device Helps 
Buckle Sales and Profits 


This handy article was a “Dalco” invention. You can 
depend on it to keep the buckle in the correct position 
on the shoe and hold it there securely. Then, too, a 
buckle is readily removed and another buckle substi- 
tuted. 


leo’’ Buckl upport. 
Price $6.00 “the denen pairs. 


One Dozen Assorted “Dalco”’ Pump Holds 
Shipped Anywhere by Parcel Post, $7.50. 


Wonderful Variety of Patterns in Popular Celors. 


We illustrate a new pattern, pretty in its simplicity. Man 

others especially ornate and beautiful. A flexible bac 

makes one size fit all. Hand them out as you would a pair 
of garters and take the money. Here is the greatest novelty 
with merit in many a day. A trial of a dozen pairs, or 
more, is convincing. 


Dalrymple-Dudley Co. 


Haverhill, Mass. 
A New England Industry for Fifty Years 


“Victory” Buckle A Device Can Be 
Supplied If Specified 


For those who prefer attaching their buckles in this 
manner we can supply these hold- 

ers at picvailing prices 
to retail trade. 


908, 


Pattern No. 4806 
“Dalco’’ Pump Hold 
and steel 


design. 
Price $7.80 the dozen pairs. 
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Alisteel Safes 


OU can insure many things— 
but the best insurance will never 
replace your business records. 
GF Allisteel Safes, tested and ap- 
proved by the Underwriters’ Labo- 
ratories, have brought their con- 
tents, uninjured, countless severe fires. 
The Allsteel mark on office equipment is 
your guarantee of permanent satisfaction. 
Write for a of the GF book: ‘‘Safe- 
guarding the Vital Records of Business.” 


THE GENERAL FIREPROOFING CO. 


Attach this Coupon to your firm letterhead 


The Pirearocfing Co. Youngetews, Chie 
Please send me without igation a copy of your book, “Safeguarding 
the Vital Records of Business.” 


BOOT AND SHOE RECORDER 


No. 07517—Made from imported celebrated 
85. A rich tan. Extra, overweight 
Stylish upper stitchings. A gentleman’ 

ing shoe. Solid leather th 


An unusual shoe that will 
and widths—A, B, ©, and D. 


WHEN YOU 
SELL THE 
SNAPPILY 


> 


HONEST ALL 
THROUG 


YOUR STORE 
BECOMES 

“STYLE 
HEADQUARTERS” 
IN YOUR 
LOCALITY. 
RESULT— 
BIGGER PROFITS 
AND TURNOVER 


All Shoes Furnished Unbranded, or Branded 
with Emerson, or Branded with Your Name in 
Gold if You Wish 


Full widths and sizes—A, B, C, and D 
Deliveries “On the Dot” 


Shoe illustrated here is one of our popular in-stock 

. Shipped the day your order is received. Place 

your sample order today to test Emerson values and service. 

No extra charge for sample pairs. If you prefer, sample 
plete information will be sent you. 


EMERSON SHOE MFG. CO. 
Factory, Rockland, Mass. 
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Brilliant, Cheerful 
Trade-getter . 


By night—letters of gleaming beauty that 
make your store front bright and cheerful. 

By day—letters of snow-white boldness 
against a dark background, whose artistry ap- 
peals and attracts customers. 

Your business message built into a Flex- 
lume electric sign is far-reaching and most 
effective any or all hours of the twenty-four. 


Write for literature showing Flexlume at- 
tracting trade at moderate cost for other shoe 
merchants, and information as to how it can 
profitably serve you. 

We also build exposed lamp and 


other types of electric signs for 
those who prefer or require them. 


FLEXLUME CORPORATION 
1220 Military Road Buffalo, N. Y. 


Factories also at 

es, 
Oakland Calif., 
nd Toronto, 


a 
Canada, 


A Wonderful Fall Shoe 
In the Latest Fall Shade 


Just On the Floor 


For Shipment 


One Eyelet Ribbon Tie Send for Sample or Sizes 
13/8 Heel 


A toD 21%, to 9 


Pri $415, C. S. GIBBON CO. 


56 No, 4th St. Philadelphia, Pa. 


When writing to advertisers please mention Boot anp SHor REcorpER 
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Boston Shoe Salesmen Meet 


BosTton.—The Boston Retail Shoe 
Salesmen’s Association met on Mon- 
day, Noy. 2, at Du Pont’s, 40 West 
Street. 

The speaker of the evening was 
Robert Soutter, M.D., who talked 
on “Foot Anatomy.” Dr. Soutter 
showed slides illustrating different 
types of feet that the retail salesman 
must daily fit in his work at the fit- 
ting stool. There was vocal and in- 
strumental music. 

To this meeting were invited the 
retail shoe merchants of Boston and 
women shoefitters of the retail shoe 
stores. Fred N. Greenwood, shoe 
salesman at Thayer McNeil Co.’s, is 
president of the association, Robert 
W. Daley is secretary, Percy E. 
Thayer is chairman of the Educa- 
tional Committee. 


Many Income Taxpayers 


BROCKTON.—Interesting to buyers 
of Brockton shoes is the fact that 
with a population of about 68,000, 
Brockton had, last year, 9064 Fed- 
eral income taxpayers. Several 
other Massachusetts cities with pop- 
ulations larger than Brockton had 
a less number of income taxpayers. 
On this point the Brockton Daily En- 
terprise says: “Unless wages, sal- 
aries and other revenue in Brockton 
had been greater than that in these 
other industrial centers, the income 
tax returns would not have been from 
so many. There may have been a 
business depression, but the shoe 
district is far from being hard up. 
Otherwise about one-seventh of the 
population, nearly all the city’s wage 
earners, would not have contributed 
to Uncle Sam’s treasury.” 


New Developments in 
Barbourwelt 


BROCKTON.—The Barbour Welting 
Co., with factory in Brockton, is de- 
veloping several new and striking 
patterns in Barbourwelt. Two re- 
cently produced are the “Checker- 
welt” and “Streamline.” These con- 
tribute an, absolutely new style note 
to the trade, and are of interest to 
retail shoe merchants through the 
decorative as well as practical effects 
which they embody for street and 
dress footwear. Extensive publicity 
in national and business paper me- 
diums is giving the public in general 
and shoe merchants in particular a 
thorough knowledge concerning the 
merits of Barbour Welting Co.’s 
products, 
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Club Elects Officers 


St. Louis.—The Shoe Mart Pro- 
gressive Club elected officers at their 
last meeting. Fred Karstens was re- 
elected president, Robert Armstrong 
vice-president, Miss Emma Jauer 
vice-president, A. Courte secretary, 
and Miss H. A. Westerman treas- 
urer. 

The organization is composed of 
employees from the four Shoe Mart 
stores. It holds a meeting once 
a month, when some topic interest- 
ing to the welfare of the store and 
the employees is discussed. It has 
one of the best bowling teams in the 
city. 


Open Oshkosh Store 


The Herold Booterie is the name 
of a new shoe store which has been 
formally opened at 133 Main Street, 
Oshkosh, Wis. The interior of the 
store is tastefully arranged for the 
display of women’s shoes. The open- 
ing announcement stated that the 
store was “An ultra-modern Shoe 
Shoppe, catering to women who want 
the newest styles in beautiful foot- 
wear.” 


Shoe Plant Expansion 


BrRocKTON.—The Brockton Shoe 
Manufacturing Co. has completed an 
addition to its factory in the neigh- 
boring town of Holbrook, Mass. This 


new part is 80 by 40 feet and five: 


stories high. It will be utilized for 
the sole leather department, which 
will be moved from the concern’s 
Brockton factory to Holbrook, and 
provides for a substantial increase in 
the output of the latter plant. Dur- 
ing the week ending Oct. 24 the 
Brockton Shoe Manufacturing Co. 
produced at their two plants over 
26,000 pairs of shoes, this being the 
largest week’s output in the com- 
panys’ history. 


Wholesaler Moves 


PHILADELPHIA—The United Shoe 
Co. has moved from its former quar- 
ters at 18 South Third Street to a 
building which it has bought at 19 
North Fourth Street. It occupies 
the first floor and the basement at 
the new location and has about three 
times as much floor space as it had 
at the former address. It is carry- 
ing a larger stock and expects to 
make additions to its personnel in 
the near future. This firm handles 
women’s novelty footwear exclu- 


sively. 


108 


Demand for American 
Hosiery 

MILWAUKEE. — American hosiery 
is gaining widespread recognition 
for merit in the British Isles, and 
orders of constantly increasing size 
are being received, according to a 
statement by J. Idris Jones, rep- 
resentative of the Phenix Hosiery 
Co. in Great Britain, on his recent 
visit in Milwaukee. He reports that 
the business interests of the Phoenix 
company in the British Isles are ex- 
tending at an encouraging rate. One 
interesting point that he brought up 
was the fact that British women 
have practically the same tastes in 
hosiery as American women, except 
that the former show a slight pref- 
erence for more vivid colors. 


A Prospective Shoemaker 


MILWAUKEE.—Considerable inter- 
est has been aroused by the ambi- 
tions of a young Chinese student: 
who came to Milwaukee about two 
years ago. Gan Chin heard of the 
Milwaukee Vocational School upon 
his arrival here, and for the past two 
years he has been working diligently 
in the shoemaking department in or- 
der to learn the trade. When he com- 
pletes his course, in another two 
years, he will be another step toward 
his goal, which is the establishment 
of a factory in China for making the 
kind of shoes worn by the western 
nations. Gan Chin states that many 
Chinese wear English or American 
shoes imported from these countries, 
but he wishes to make them in China 
and thus avoid the additional cost of 
importing them. 


Ruby Makes Big ‘““Mop Up”’ 
on Buckles 
CuHicaco, ILL.—With all the 


blazonry of the days of Norman 
court splendor, Luciole of Paris an- 
nounces on most elaborate stationery 
that Alfred J. Ruby, Inc., 62 East 
Washington Street and Edgewater 
Beach Hotel, is “Americain” repre- 
sentative in Chicago of “a fascinat- 
ing line of shoe artistry in resplen- 
dent fabrics and the newest leathers 
of the mode.” “Every thirty days 
after Luciole has created them at our 
studio in Paris,” continues the letter 
to Madame of Chicago. The French 
importation is further announced by 
a four column advertisement in the 
Chicago press, showing samples of 
the footwear and artistic border and 
story in distinctive effect. J 
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Tack Cutting 


Nippers 


Four thoroughly dependable 
nippers for tack cutting are G/C, 
Climax, Bernard and Manchester. 
Each is guaranteed to perform sat- 
isfactorily its specific purpose. 
The GAM Tack Cutting Nipper, 
which is probably the most gen- 
erally used, is strongly built of 
the best tool steel and is cleverly 
curved to secure. the most effi- 
cient results. Climax, Bernard 
and Manchester are equally well 
made, Climax offering the desir- 
able feature of removable jaws 
while Bernard is of compound 
construction. 

These nippers are made for cut- 
ting tacks only. There are other 
nippers in the U/C line suitable 
for heel nails and the like. 


BOSTON, 


San Francisco Branch, 859 Mission St. 
J. K. Krieg Co., 39 Warren St., New York 


United Shoe Machinery Corporation 


MASS. 
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IN 
STOCK 
SERVICE 


Values 
Lead 


leads in busi- 


ness building and profit- ,. 
making to the dealer, 


No. R-722—Gun Metal Bal, Goodyear lace, soft, pliable patent leather 
and in satisfaction and 


Stitch construction, leather counters 
and innersoles, Balloon Last, rubber 
heels, Leather top facing and lace 
stays, oak bend soles. 


vamp, Snyder’s India mouse t 
tent butterfly underlay cuff, so 
counters, all leather inso! 


first quality 8-iron oak bend out- 


......-.. soles. Fairstitched — rubber heels, 
Youths Sizes zis- economy to the cus- father sad lace stay, 
te—Sizes 9-13% ......... 10 
No. R-726—Same in Gun Metal tomer. 1 
No. R-720—Same in light tan Bal. Light Tan es 


Super In-Stock Service 


Quick SHIPPING SERVICE is rendered to 


merchants from our conveniently located 
distributing houses in all parts of the 


country. 


N O T E — Shoes shipped from stock of 
Pacific Coast branches, billed at 
prices plus freight. 


Annville, Pa. : Middletown, Pa. 
Elizabethtown, Pa. Palmyra, Pa, 
Lebanon, Pa. 


| 
| 
FACTORIES DISTRIBUTING POINTS 
New York Chicago a 
Philadelphia Seattle 
abs Pittsburgh - San Francisco, 165 Second Street j 
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page per issue: 
Space ltime T7times 13 times 
1 in......$5.00 $4.00 $3.50 


2 in......10.00 8.00 7.00 
8 in......15.00 12.00 10.50 
4in......20.00 16.00 14.00 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 
Recorder rates for space less than one-eighth 


26 times 62 times headi 
6.00 5.00 office, twelve words 
12.00 10.00 be sent under 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


SITIONS WANTED—Four cents per word for each inser- 
nimum t seven’ 


SALESMEN WANTED 


SSALESMEN WANTED 


SALESMEN WANTED __ 


We have ‘a few open territories .. 
for livewire salesmen, capable of 
selling a high style line of pop- 
ular priced women’s novelties 
from stock. A liberal commis- 
sion emrent offered to 
those of proven ability. No 
objection to carrying a non-con- 
flicting side line. Particulars 
regarding territory covered, ex- 

rience, age, and reference in 

st letter will be held confi- 
dential. 
Monarch Shoe Co., Inc. 

49 Duane St. 
New York City, N. Y. 


WANTED 


Salesman with established trade to carry 
as side line, a line of medium Children’s 


WANTED—SALESMAN 
with established trade to carry as side 
line a line of medium Children’s Turns, 
in New Jersey, Long Island and eastern 
York State. Liberal drawing ac- 
t, no stock, references required. 
Address B 749, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 


ARKANSAS 


—Real Salesman for known 
western made line of Men’s s 8 
retailing at $7.00 and $7.50. Must live 
in territory and know the trade. Replies 
confidential. Address B 759, care 
t and Shoe Recorder, 207 
South St., Boston, Mass. 


We have o 
jection to limit 


Our line is standardized at 


a Nebraska, Texas and Southeastern Territories 


s in the above territories for experienced shoe men. No ob- 

knowledge of shoes if knowledge of territory and trade are | 

pronounced. Must live in territory or be able to do so at once. Age limit 45. 

$4.60 for oxfords and $4.85 for high shoes, Kid, 
Arch Support and,Specialty numbers included. Territories all established. In 
replying state age, past record and references. 


- Edmonds Shoe Company, Milwaukee, Wis. 


WESTERN PENNSYLVANIA, OHIO, MICHIGAN 


We ced salesmen t ver the above territory. 
STAMP. w RK SHOES, "Welt and Nailed, in Blucher, Outing and M 


Write for particulars, giving references. 
NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 


We make unlined UNION 
‘oulder. 


only. 
Street, Boston, Mass. 


Some First Class Salesmen 


serving good credit and volume retail accounts are adding consider- 
ably to their earnings by also selling from a 25 sample line of chil- 
dren’s medium grade stitchdowns made in a specialty factory here- 
tofore dealing with wholesalers. One of the best combinations of 
design, service, and price are being made. 
type are wanted for territories not yet filled. Straight commission 
State age, references, and names of other lines now carried. 
Promptly address B 746, care of BooT AND SHOE RECORDER, 207 South 


More salesmen of this 


covered heel McKay's to retail at $5; will se 


Salesmen for Pennsylvania, Illinois, 


Sow 
Coast. Compact line, 
medium-grade stitchdowns. 
6% commission. Address c/o 
Boot & Shoe Recorder, 207 South” erect, 
Boston, Mass. 


ANTED—An_ experienced Felt 

Salesman to sell_a high srade line of 
slippers in New England. Address B-7 
care Boot & Shoe Recorder, 207 South Ea 
Boston, Mass. 


working road man, travel 
Kansas by auto. Factory 
Children’s and “Mast 
reside i Address B-739, care Boot 
& Shoe "207 South st. Mass. 


B-709, c/o Boot 
t., Boston, 
on Stitch-Downs XPERIENCED | SALESMAN open for 
6% tch Do E women’s line. The subscriber to this ad- 


vertisement is a salesman who has had many 
years of successful experience in selling the 
better class retail trade throughout this coun- 
try. He has always associated with well- 
known lines of women’s shoes. He has ven 
the good-will and business of leading bu 

through his being able to offer good mer oe 
dise. and throw his ability to give most 
efficient service and fair treatment. Owing to 
unavoidable changes in his present organization, 
he is open for a new line of women’s shoes 
for c present season. Best of references 


ed 
lars address: B-757, care Boot & Shoe 
Recorder, 207 South ’St., Boston, Mass. 


SALESMAN WANTED. ‘manu- 

facturer requires services of resi 

man for Chicago to carry popular priced line 

ki, turn shoes. Good opportunity for right 
Address K-834, care Boot & Shoe 

Reccadee, 127 Duane St., New York. 


ent sales’ . 


SHOE SALESMAN 


to carry a line of ladies’ popular 
price turn shoes. Experienced 
man with an extensive retail fol- 
lowing. A real opening for a 
man who can show quick re- 
sults. Commission. 


BARNETT COHEN CO. 
261 Lorimer St., Brooklyn, N. Y. 


SALESMEN with established trade in Jersey, 
Connecticut and Upper New York State to 
carry our complete line of infants’ and chil- 
dren’s turns and McKays for liberal com- 
mission basis. All numbers always in stock. 
Address K-838, care Boot Shoe Recorder, 
127 Duane St., New York. 


EXPERIENCED road salesmen to cover fol- 
lowing territories—New York, New Jersey, 
Women’s house. Com- 


Connecticut. 
udson St., New 


mission. Katz Shoe Co. 
York. 


Wa! 
Wee 


a side 
Recor 


re! 
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| Turns, in the States of Rhode Island, — 
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SALESMEN WANTED 


POSITION WANTED 


~~ SALESMEN WANTED 


Department. 


SALESMEN 
More Money tor YOU 


Show us, by quick action, that you are the right man 
to sell, in YOUR territory, our new line of 


Sally Walker Goodyear Welts 


for misses, growing girls and children, and we will 
show you how our sales and advertising plans will help 
boost your income rapidly and permanently. A sell- 
ing line, at popular prices, backed by a strong In-Stock 
Choice territories open. 


For full information, wire or write at once. 


RICHARD SHERRINGTON 
The United States Shoe Company, Buffalo, N. Y. 


WANTED Experienced salesman to sell on 
commission, 50 styles comfort welts car- 
ried in stock. Territory open, Indiana and 
Illinois. The Till Shoe Co., Owego, N. Y 
A RESIDENT salesman in Chicago, San 
Francisco, and Dallas to sell highly de- 
sirable line of Brooklyn made ladies’ turns as 


a side line. Address K-836, care Boot & Shoe 
Recorder, 127 Duane St., New York, N. Y. 


REAL PRODUCERS to represeit one of the 
Northwest’s oldest and best known qualit 

shoe manufacturers in Ohio—Indiana—lllinois 
—Nebraska. Must experienced and have 
established followin: Commission basis. _Ref- 
erences will be h "strictly confidential. Toot, 
Schulze & Co., Robert, 9th and 10th., St. Paul, 


Minn. 


SALESMAN to carry nationally-known line 
of Turn Leather Sole Boudoirs in colored 
leathers and quilted satins; also Ballet "Bree, 
soft and hard toes, side line. Address 

care Boot & Shoe Recorder, 207 South S 
Boston, Mass. 


Wats workin 


and Growin, 
ritory. Address 
Recorder, 207 South St., 


auto. ‘actory lines 


-738, care Boot & 
Boston, Mass. 


road man, travel 


Girls. Must reside in ter- 


W ANTED— Position | as buyer or manager. 

Know shoe retailing, will any where. 
Address B 750, care Boot and S Recorder, 
207 South St., Boston, Mass. 


YOUNG Man with ten years’ experience in 

factory, office and selling, desires position 
as traveling . Just completed 
salesmanship course at Boston niver: 
Will go anywhere. Best of references. Ad- 
dress B 751, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


Somewhere Someone Needs A 
Shoe Buyer 
Manager. 
Age 35. married. Buyer, Merchandiser, 
Executive. Successful record. Thorough. 
Highest credentials, At present employed 
in above capacity. Desires to chan to 
more lucrative field. Address K 
care Boot and Shoe Recorder, 
127 Duane St., New York. 


ANAGER of chain shoe store available, 
9 years’ general shoe experience, will con- 
sider small shoe department, also assistant to 
buyer. H. E. Z., 905 S. Front St., Harris- 


burg, Pa. 


SHOE man desires position after December 
first, as manager ‘or buyer. Fifteen years’ 
experience in retail business. Address K-835, 


care Boot Shoe Recorder, 127 Duane St.. 
, New York, N, 
ETAIL BUYER AND MANAGER 


AVAILABLE—Have been buyer and man- 
ager for a large retail shoe establishment for 
some years. This firm is planning to liquidate, 
so my services are Sunilable from this time on. 
My record includes successful service with two 
of the largest establishments in America. My 
wide acquaintance with the industry and my 
broad experience should make me a valuable 
man for some retail organization. Best of 
references furnished. For further particulars 
address, B-761, care Boot & Shoe Recorder, 
207 South Street, Boston, Mass. 


Fastest growing middle west men’s welt 
shoe manufacturer offers desirable terri- 
tories throughout the country to ambitious, 
live wire salesmen willing to work for 
big returns. 
COMMISSIONS SEVEN PER CENT 
Good references in first letter. 
ADDRESS B 768, 
eare Boot and Shoe Recorder. 
207 South St., Boston, Mass. 


BUYER and Manager of sixteen years ex- 
perience in shoe stores of the Southwest, 
would like to connect with chain-store organi- 
zation operating in the Southwest or the Coast. 
Desires to make change about January 1, 
familiar with leasing locations and opening 
stores. Ample proof of ability and jomurky- 
Address B-760, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 


LINE WANTED 


FOR SALE 


OPPORTUNITY 
ufacturer of quality line of branded chil- 


DECIDEDLY NEW 


Art Crystal Mirror Vases, Orystal Mirror 

Wreaths, Crystal Mirror Trees, Arti- 

_— Flowers, Fancy Papers, Cut-Outs, 

ete. 

ART WINDOW DISPLAY CO. 
130 West Broadway 

(Cor. Duane St.) New York City 


= 


SALESMAN wants line of shoes to sell in 
New York, New Jersey and Pennsylvania. 
Has good followi Knows the business from 
all angles, having ad twenty Fg 4 experience 
managing factory, on the road, and charge of 
K-839, care Boot & S 


salesmen. Address 
New York, N. Y. 


Recorder, 127 Duane St., 


BUSINESS OPPORTUNITY 


RARE OF FOR MANU. 
FACTURER. New York  Jobbin 
House, owning valuable trade marks, wit 
large se good organization, wants to 
represent a estern factory (preferred) to 
carry a semi- roposition. Address full 

iculars to care Boot & Shoe 
ecorder, 207 south &t., Boston, Mass. 


WANTED—SALESMAN 


Maine, a line of 
turns, liberal drawing account, no stock, 
references required. Address B 
and Shoe Recerder, 
207 South St., Boston, Mass. 


*7JULICK wants more 
Z a side line our children's High 
Grade Turns and Stitch-downs. Ninety num- 
ings in Wisconsin, ichigan, N ina, 
South Carolina, Missouri and 8 sal Do not 
unless trade is established. Give 
gage boundaries, first letter. 
i's. “ZULICK & CO., Orwigsburg, Penn. 


A Sound, Old Business 
IN A LIVE TOWN 


Store 65 eee om. 37 at present 
location. tock of $12,000 to $14,- 
000. Doing $32,000 business now, 
and new #.. blood could raise 

$60, 000. Store 18x80 


clean as a_ whistle. 
Pennsylvania city of nearly 100,000 
population. No strikes. Owner 
Caring from business. For fur- 
ther information address B- 
& Shoe Recorder, 207 South 


Boo 
Boston, Mass. 


FOR SALE 


FOR SALE—One of the best shoe stores of 
twenty-two years standing in Southern Vir- 
inia. Selling the better grades in towns of 
0,000. Good pay roll in city. Reason for 
selling, leaving town. Will sell cheap. Ad- 
dress B-763, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


ELECTRIC sign, ten feet high, reading : 
“Better Shoes s Money.” Only one 
ear old. Cost $450.00 and will sell for $150. 
poneah Shoe Store, 354 Jackson Ave., 
Jersey City. 


R SALE—Ladies’ Shoe Dept. in Ready- 

to-wear Store. Best location in city for 
high grade.shoes. Small investment with good 
ae Write P. O. Box 1384, Greensboro, 
aN . 


925 107 ‘ 
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! | 
Chil- 
| | | 
| 
dren’s ghoes, popular priced, has opening 
several excellent territories for experienced 
salesmen having established retail trade. Draw- 
ing account seven per cent commission. Cor- 
respondence held in strict confidence. Ref- ; 
erences required. Address B-7ii, care of — a 
Beet & Shoe Recorder, 207 Seuth Street, Bos- oO 
ton, Mass. 
: 
of ability and established trade to carry ’ 
exclusively in the States of Connecticut, 
Rhode Island, Massachusetts, eastern ‘ 
New York, Vermont, New Hampshire and 
ri } 
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FOR RENT 


FOR RENT 


There’s No Better Location to 
Sell Shoes in N. Y.! 


You can now secure a New York City sales office and display room in the 
best location in the largest shoe buying center in the world. 
Suitable for a substantial line alone or for two non-competitive houses. 


° 
| For details address 
° 


B-765, c/o Boot and Shoe Recorder o 


127 Duane St., New York City, N. Y. | 
(-) — (+) (+) — (+) (.) — (.) — 


FOR SALE 


BUSINESS OPPORTUNITY 


Stitchdown Shoe Manufac- 
turing Business 


leceted in city of shout 36,000 


wants ‘or 
sale ‘aietribution of its products in the United 
Shee Buckles, all 


Write to George F. Buss, Pittston, Penna, 
for samples, prices and further information. 


WANTED TO PURCHASE > 


THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, NEW YORK, N. Y. 
Phone—Canal 6874 
WILL FOR 


SURPLUS STOCKS 

special sales and bargain basements 


HIGHEST CASH PRICES PAID 
for entire shoe stocks. 
your surplus or slow sellers. 
no object. Retail or whol . 
off your hands. 
Wir pone us. Correspondence 
confidentia Established 1890. 
MAX GLAUBERG 
436 Grand Street, New York City 
We also purchase clothing, hats, fur- 
nishing goods, etc. Dry 0362 


Coddon Covers Coast 


“Sam” Coddon represents Ban- 
croft-Walker Co. and Shaft-Pierce 
Shoe Co. on the Pacific Coast. “Sam” 
frequently writes to his factories to 
see how moves the style trend in 
Eastern sections of the country and 
then “balances up” the Far Western 
footwear fashion situation accord- 
ingly. He believes that black satins 
and velvets need “close watching” as 
to which is going to meet with the 
most favor from the young ladies. 


Sherman Sells Red Wings 


Edgar Sherman covers Northern 
California for the Red Wing Shoe 
Co. His sales headquarters are at 
the Portland Hotel, Portland, Ore. 


Buying by Suggestion 

ROCHESTER, N. Y.—Leland E. 
Cummings, manager of the Thrift 
Shoe Store of Rochester, N. Y., has 
taken an idea from the 5 and 10-cent 
stores which he has applied to the 
shoe business with good results. 

Before Mr. Cummings opened the 
Thrift Shoe Store he made a careful 
survey of the location and the class 
of trade that frequented the location 
and after careful study of the situa- 
tion he decided that as a rule the 
prospective customers who passed 
the store were people of moderate 
means. People who traded in bar- 
gain stores, 5 and 10-cent stores and, 
therefore, to get the greatest possi- 
ble amount of business he must fea- 
ture footwear to meet the pocket- 
books of the workingmen and their 
families. 

From observation of 5 and 10-cent 
store methods, Mr. Cummings had 
concluded that the secret of this type 
of stores’ success was their method 
of displaying their merchandise. 
Therefore, when the Thrift Shoe 
Store was opened Mr. Cummings ar- 
ranged displays of featured shoes in 
the front of the store and devoted 
the rear section of the store to bar- 
gain tables on which were displayed 
odd sizes and special bargain foot- 
wear. 

When a customer enters the store 
Mr. Cummings has instructed the 
salesmen to allow the customer to 
“browse about” until they find the 
shoe that appeals to their tastes. 
When the customer has selected a 
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pair that appeals to his or her fancy, 
the salesman is instructed to render 
the necessary service of fitting, ang 
if the customer is not satisfied with 
the first selection she is urged to 
look at other shoes on display. 


Rhode Island Merchants 
| Meet 


PROVIDENCE, R. I.—The regular 
monthly October meeting of the 
Rhode Island Retail Shoe Merchants 
was held in the store of Fred §, 
Fenner. W. P. Butler occupied the 
chair, as Pres. Lafayette is enjoy. 
ing an extended vacation touring 
Europe. Activities of the house-to- 
house canvassers were discussed, 
Several ideas were advanced that will 
insure larger and more enthusiastic 
meetings in the future, larger per- 
haps, but it would be hard to pack 
more “pep,” than this bunch of mer- 
chants shows at their regular meet- 
ings. 


Voller Quits Mabley’s 


CINCINNATI—Charles H. Voller, 
who for the past ten years has been 
shoe merchandise manager and 
buyer for the Mabley & Carew Co. 
of East Fifth Street, has resigned 
his position. Just when he will 
vacate the position depends upon 
when his successor is appointed, he 
indicated. 

“TI shall take a long rest as soon 
as I am relieved of my duties with 
the Mabley & Carew Co.,” Mr. Voller 
replied to an inquiry about his 
plans. “I have not been in the best 
of health for some time and shall 
now take time to recuperate before 
returning to work. Whether I shall 
engage again in the shoe business 
or enter some other field is not cer- 
tain just now. I have several propo- 
sitions which I shall consider during 
my period of rest.” 

Mr. Voller has been in the shoe 
business in Cincinnati for twenty- 
six years. He started at the bottom 
selling shoes and rose rapidly until 
he became head of the shoe depart- 
ment of the Mabley & Carew Co., 
which is one of Cincinnati’s leading 
department stores. 


Jacobs on Southern Trip 


Ben Jacobs, who represents the 
Charles Meis Shoe Co. of Cincinnati, 
left the factory about the middle of 
October for a five weeks’ trip 
through his Virginia territory. 
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MISCELLANEOUS MISCELLANEOUS __ MISCELLANEOUS 


Milbradt Rolling 
Step Ladders 


are made in a 


A big seller when icy weather comes. 
heels . No. 2—f 
cuban or ru 


co. 
278 Thorndike Street, 
Lowell, Mass. 


Are Business Getters 


2416 No. 10th Street 
ST. LOUIS, MO. Send for Catalog and Prices 


Get the Good Will of Your Neighborhood 
Through the Children 
i) Our catalogue of novelties for children is now 
ready. We also have some very fine novelties for 
the home, office, etc. Send for free catalogue. 
“Gain a Lap on Your Competitor.” 


PRETTY SOUVENIR ADVERTISING COMPANY 
37 East 28th Street New York City, N. Y. 


THE CHICAGO) ( CLICKER HOE (ARTON 
WIRE CHAIR CO. 
% per a b 


621 N. La Salle Street, Chicage, Ill. 
running inch. _ We design and print most 


set of samples 
CASH PAI 
quantity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
622-624 Broadway, New York, N. Y. 
Phone Spring 1443 


CASH PAID ONKEN } 


for shoe stores or surplus stocks of Display Fixtures of Quality 24 

taken over. ew send pre- 

sentative to investigate and make 

offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 


We buy quick and highest cash ATTRACTIVE 
and wholesale stocks SHOE CARTONS 


LABELS 
BROOKLYN PURCHASING SYNDICATE for the exclusive shoe trade 
FRANK WALKER, Proprietor IMMEDIA PRICE-SERVICE-QUALITY 
Ww. PR 
610 Broadway, Brooklyn, SHIPMEN AT SATISFY 
Phone Pulaski 1798 Send fer 109 


Te 
ST. 
FOR CASH — 
We offer cash for surplus shoes, ake ad 
terms. AMERICAS GRFATEST SHOR CARTON MERS 
MARTIN POSNER & CO. 

226 Church St., New York, N. Y. 

Phone Walker 5846 
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for Little Feet . 
tor Lit ee Shoe Salesmen 
90 DR. REEN’S NATURE LAST SHOES 
64 are not alone well made, ag priced, Best, proved, quickest selling side-line ever of- 
and fered. Article needed and used by thousands 
. allow for the growing foot. And they are everywhere. Unusual chance for extra profits. 
Make $35 and up weekly in average territory. 
00 ALWAYS IN STOCK Sample carried in pocket. Great talking points. 
02 Dealers see advantages at once. A constant re- 
Tan Calf, Plain peater. Regular income. Write now. State ex- 
1 Toe, Welt. perience. Territory covered, and for how long. 
89 te What houses you have been with. Age, and 
8% to 12.... 
09 other facts about yourself. We want reliable 
a (open oi men. This offer is from an old established 
Same in patent h 
leather. ouse. 
99 
To Dealers 
You may have some friends among salesmen who might 
09 be interested in this opportunity. By calling their at- 
tention to this advertisement, you can put them in the 
1 way of making a good income without interference with 
89 their regular line. 
Address W. W. H. 
0 _ 1802 Lytton Bldg., Chicago 
Russia Calf 
aX 
on GREELEY BOUDOIRS& 
SPEEDY SELLERS— 
0 They are made in a manner to attract 
trade and hold it. I have put the best 
of shoemeking into them. Your trade 
8, will get satisfaction out of 
them. Notwithstanding m 
high quality I have a vol- 
ume production which per- 
89 mits a price that’s right. 
Black and colors. Leather 
09 or rubber heels. Black 
kid, rubber heels only. 
37 
36 Pair Cases Deliveries At Once . 
90 Patent Leather 
80 Turn, Gray, If your jobber cannot supply you, write me. 
Fawn or White A WwW GREELEY 
64 
12 Duncan Street - - Haverhill, Mass. 
90 
Blog Shoe Finding Co., Inc. recommend its 
147 Duane St., New York 
92 
Distributors of 
. “Dr. Reen’s Nature Last Shoes” 
for Infants and Children 
09 
18 
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PROVES the popular 
ROGERS BROTHERS SHOES 


- adjustable 
buckle strap. No. 
5263—Patent with 
strap of Blonde and 
Rust Kid and _ Pat- 


d — 16/8 Ful 
Louis heels—A to C. 


$4.75 


“Ritz” non-tarnish- 
able imported genu- 
ine silver brocade— 
No. 5252 — With 

sole 


light beveled 
16/8 full Louis heel 
—A to C. 

$4.85 


No. 5253 — Beauti- 
ful quality white 
Satin, absolutely 
guaranteed for dye- 


“Le Mode” with gold kid band at 
top. No. 5710—Black Satin, 
Patent Leather, Black Velvet, 
estnut Brown Satin, 
16/8 “iy Louis Heels 
to 


In the foregoing ma- 
heels and 8/8 heels, 


112 ts; 1006 
| 2 | “Helen” with new Fil 
| | 7. 
Francirco, 
Lf 25 cts. | > BROS: 
| When writing to advertisers AND Recorper matte 


